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STAND BACK, MEN 
...- THIS IS A 
WOMAN’S JOB! 








COMPANION CALLS THE TURN ON SHOES! 


Long before rationing, Companion editors were at work 
on a number of shoe features, one of which appears in the 
April issue. “Sole Leather is Precious” not only shows 
different practical styles for walking to store, office, 
factory and elsewhere, but illustrates each model. This, 
of course, amid a lot of other timely material on war- 
time fashions, all establishing a definite state of mind, 
favorable to your advertising message. PLUS a swell 
budget of fiction, including “Murder for a Million” by 
Clarence Budington Kelland. Yessir, April is tailored to 
women’s needs... bound to please and to serve! 


WHILE THESE READERS ARE IN A BUYING MOOD 


Daniel Green Slippers 
Dr. M. W. Locke Shoes 
Enna Jettick Shoes 
Krippendorf FOOT REST Shoes 
Weather-Bird and Peters Diamond Brand 
Shoes for Boys and Girls 
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SHOE RATIONING 


. Se 


ten men are glad to stand back. They're 
confident that they are leaving the purse 
strings in able hands. They know that years 


of training have prepared the American 





woman for the biggest, toughest buying job’ 
of this or any other generation. 

She’s aware that the jungle is getting thicker, 
and that she needs more‘help. But she’s also 
assured that such advice and guidance will be 

forthcoming from her women’s service maga- 
zines . . . the books that talk her language! 

Hence the 4-to-] gain in high readership of 
women’s magazines since war mobilized the home 
front. Hence the increasing reader interest in 

the practical help given by the Companion. 

Now is the time to feature the products ad- 
vertised to this powerful woman audience. Now, 
since women control sp much of our national buy- 

ing power. Now, while they are more receptive 
than ever before. Now, when such a service will be 


long remembered, to your everlasting benefit! 
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THESE COMPANION ADVERTISERS TALK TO OUR READERS Womans 


ompanion 


UNDERSTANDING WOMEN IS OUR FULL-TIME JOB 
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CELASTIC COMFORT 
IN CASUAL FOOTWEAR 


On bike or hike, at work or play, Celastic 
box toes can guarantee greater toe comfort to the wearer of the highly popular unlined 
moccasin -type shoe Celastic stays as it is lasted, a constant retainer of toe shape, 
preserving the sporty appearance of the toe. . . . . Manufacturers find that this solution- 
softened plastic grips the reverse side of the leather vamp as tightly as an adhesive and 
that the skived edges blend smoothly into the lines of the forepart The result 
is an unlined shoe with toe characteristics more nearly like that of a full lined vamp 
‘than is possible with the ordinary box toe. In casuals, as in lined shoes, Celastic 
responds to feet in motion. United Shoe Machinery Corporation, Boston, Massachusetts 





THE QUALITY BOX TOE 
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TREE 


( FULL TYPE ) 


A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
in demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
pencil to solid end of pia. will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 


"SECOND" ADJUSTMENT—Pin in’ 7 
first hole in tree, first hole in Q 
8 size length. 
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O. A. MILLER TREEING MACHINE co., PLYMOUTH, | N. H. 
Branch of United Shoe Machinery Corporation 
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ON THE HEELS OF RATIONING 







Sifu 


“PYRAHEEL” 


YOU'RE TALKING TO WISER WOMEN NOW! Women who are 
looking for the best their money and their No. 17 coupon can 
buy. Women who want DURABILITY, first—last—and always. 


ARE YOU READY FOR SHOE RATIONING? You are if your shoes 
are equipped with Du Pont “Pyraheel,” the plastic heel cov- 
ering that established its reputation long before war and 
rationing. “Pyraheel” looks like leather, is used like leather 
—and gives prolonged wear. What’s more, it resists scuffs, 
scratches, scars, gashes, and fading. And, Man, that’s a sales 
story to convince any ration-wise women! 


WHEN YOU BUY SHOES— SPECIFY “PYRAHEEL”! It matches all 
ihe colors permitted under shoe rationing. You can identify 
* NO SCUFFING it by its clear, rock-like ring when tapped. 

Remember, you're dealing with wiser women now. They 
want DURABILITY. So point to “Pyraheel”—sell them 
* NO STAINING “PYRAHEEL”! E. I. du Pont de Nemours & Co. (Inc.), 

Plastics Dept., Arlington, N. J. 


Sifess Ver wee” 


BETTER THINGS F BETTER Livein@..e- THROUGH CHEMISTRY 


* NO FADING 
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The DEARBORN 
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With Shoe QUANTITY Rationed 


FLORSHEIM QUALITY 


Is Now More Important Than Ever 


When men discovered Florsheim Quality gave 
them more miles per dollar, they switched over 
and bought fewer pairs per year. In this time of 
scarcity, what sounder policy could you follow 
than the one that built the largest fine shoe busi- 


ness in the world—“not how many, but how good.” 


Elorshei es Sty 


THE FLORSHEIM SHOE COMPANY + CHICAGO «+ MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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PEACE PACTS HAVE BEEN ~ | [ demand for Foot Saver Gypsies. : 
BROKEN — the line-up of inter- a For each year has increased dl 
national allies has changed radically in these their importance . . . to customers, to Foot , 
ten years. But the shoe dealers who, between Saver merchants. And our smart 1943 
1921 and 1933, had allied themselves with versions of this outstanding, all-purpose f 
the Foot Saver Gypsy Tie were finding it an design certainly . 
outstandingly profitable agreement. fit the wartime ‘ 


THE TEN YEARS THAT HAVE SINCE PASSED 


have seen many changes . . . but not in the 








1943—Cranwood 
In Stock A400 





“The Shoe That J & K Made Famous” 


root saver (;YPSIFS |: 


needs of this 


rationed year. 


THE JULIAN & KOKENGE COMPANY, COLUMBUS, OHIO 2 





Boot and Shoe Recorder 











BOOT AND SHOE RECORDER . 





JULIUS RITTER, Chief of the 
0.P.A.’s products 
rationing division for the region 
embracing New York, New Jersey, 
Maryland, Delaware, Pennsylvania 
and the District of Columbia, men- 
tioned at a rationing meeting that 
advisory groups would be formed 
to consult on various shoe rationing 
problems. Mr. Ritter didn’t know 
the repercussions that would result 
from that remark. Ever since, his 
office has been swamped with 
queries from men in every phase of 
the shoe business, offering their ser- 
vices to any committee that would 
le formed. 


miscellaneous 








Mr. Ritter, of course, was 
grateful for the interest shown by 
shoe men, but he says that obvious- 
ly it is impossible for all of these 
men to be members of the commit- 
tee. This, according to Mr. Ritter, 
is how the matter of advisory 
groups will be handled: When a 
problem comes up affecting some 
certain phase of the shoe rationing 
picture, experts in that particular 
field will be called in to pass on it; 
lo give the best possible aid to the 
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-vlution of the problem. That ought 
iu settle the matter of local advisory 
groups in the shoe rationing pic- 
ture. “Ultimately, all of the prob- 
lems which are bothering the shoe 
industry will be settled.” 

Mr. Ritter is a merchant of long 
standing, having started 29 years 
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ago with Younker Bros. of Des 
Moines. Later he was vice-president 
of Allied Purchasing Corporation 
and Managing Director of the 
American Retailers Association. In 
1929 he took over the department 
store of S. P. Dunham Co. in Tren- 
ton, N. J. (in bankruptcy) and he 
put it on a paying basis. 

He really knows what goes on in 
the minds of retailers. To say that 
his attitude is sympathetic would be 
carrying coals to Newcastle. For 
he is actually a strong champion of 
better retailing. 

It is Mr. Ritter’s opinion that the 
rationing program is a simple. log- 
ical one—worded so that everyone 
can understand it and in the long 
run it will be the salvation of the 
shoe business. He also feels that 
this war has been responsible for a 
lot of problems, and that some busi- 
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tas trade 


nesses are going to be “hurt a little 
bit under rationing; but not as bad 
as most people would have )ou be- 
lieve. It should always be borne in 
mind that O.P.A.’s job is to ration 
the available supply of shoes in an 
equitable manner,” says Mr. Ritter. 


HERBERT RICH of Rich’s, Wash- 
ington, D. C., says: 

“There is no immediate shortage 
of shoes. Present stocks are ample 
to meet civilian needs. However, 
conservation is necessary to release 
manpower and materials for mili- 
tary requirements. 





“Shoe rationing will work no 
hardship on you or your family if 
vou buy shoes carefully and intelli- 
gently. Select shoes that are prac- 
tical for the use you will give them. 
Buy quality shoes—and take good 
care of them. 

“Rich’s has been known for qual- 
ity footwear throughout its 74 years 
ownership by one family. In war 
and peace our policy has not varied 

. . to sell the finest shoes obtain- 
able at fair prices and assure satis- 
faction in every transaction.” 












































































MRS. FRANKLIN D. ROOSE- 
VELT addressed the Washington 
Fashion Group and advised that 
functional apparel become the 
mode; that in every way women 
take the short cut to victory, wheth- 
er it be rationing or transportation. 
Mrs. Roosevelt told her audience: 

“You can make it fashionable to 
have a new psychology. Americans 
should use their ingenuity to make 
comfortable and attractive whatever 
materials were left after the armed 
forces had been supplied. 

“Why do we have to become a 
WAAC to learn how to walk? If 
we have to learn to walk and like it, 
we must have the clothes that make 
it easy.” She scoffed at factory 
uniforms scaled to “pencils.” It is 
not a case of “putting the nation in 
a strait-jacket,” but of dressing for 
the work one had to do. 





HAYES AND JONES of Middle- 
town, New York, say: 

“It burns us up to see some of 
the present-day national advertising 
in which women are urged to walk 
to and from their shopping tours. A 
good share of these ads portray two 
or three women, arms full of bun- 
dles, coming down the street wear- 
ing open toe operas or some high 
heel pumps. The most recent of 
these shows a woman pulling a cart 
full of groceries and wearing a 
green suede open toe opera. 

“There appears to be a lack of 
proper liaison between the adver- 
tising companies and the shoe in- 
dustry.” 


oz a = 

|. EDWIN GOLDWASSER, vice- 
president of Commercial Factors 
Corporation, New York, says: 

“Business men talk of merchan- 
dise shortages, of the effect on 
business of the steady increase of 
men, and more recently of women, 
entering the uniformed services. 
But always back of every discussion 
there lurks the doubt, ‘How can we 
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FIGHT! 


| CAN “LAY-DOWN” 
—-STANDING UP 








—Some philosopher recorded long 
ago that the most powerful im- 
pulse of the human race is the in- 
stinct to sit down. 

—Translated into present-day terms 
| should say that the most power- 
ful impulse is to “Jay down". 

—Parachute jumping carries a vast 
deal of risk—but window jumping 
is all risk. 

—During these days of stress and 
distress, most of us get a bit down 
in the mouth at times. If it were 
not so we wouldn't be human. But 
it's the ability to come back with 
@ snap, a punch, a fighting de- 
termination to overcome all ob- 
stacles, that marks the rea/ man. 

—lIt's only during periods of active 
warfare that men have medals for 
bravery pinned upon their breasts. 


President 





operate so that we shall be in busi- 
ness when this is all over? Can I 
survive? Never mind the profits! 
If I can keep what I have I shall 
be more than satisfied.’ Yet, with 
all these doubts and uncertainties, 
business must go on. The public 
must be served. Yes—Business 
must go on, but it cannot go on 
as usual, 

“No, business cannot go on as 
usual, any more than our govern- 
ment, the economic state of this 
country, its position vis-a-vis the 
rest of the world can ever fall into 
the patterns into which they fitted 
in the pre-war period. 

“More specifically, merchandise 
men and buyers must rid them- 
selves of prejudices acquired dur- 
ing periods when fine discrimina- 
tion and selectivity were possible. 
They must reflect in their demands 
for merchandise a full realization 
of the bald fact that everything 
they want, those things they think 
they cannot do without, simply are 
not to be had. 


“A purchase is good only when 
it has been consummated by a 
profitable and good-will creating 
distribution. Retail establishments 
in 1943 must more than ever before 
subscribe to the principle that a re- 
tail department store is an operating 
organism, not a museum for dis- 
play, or a storage house for unwise 


purchases.” 
os * * 


E. H. KUSHINS, basement shoe 
buyer for The White House, San 
Francisco, Calif., says: 

“The retail shoe business after 
July will be down quite a bit due to 
these factors: lack of merchandise, 
shortage of properly trained shoe 
fitters and the lack of variety in 
women’s footwear. 

“Lack of variety will kill those 
extra pairs of shoes women have 
been buying so freely of late years, 
which will account for a certain loss 








in volume. Good stores have been 
buying from certain resources for 
years; even so, they are limited in 
most cases to about 70 per cent of 
their previous purchases, of which 
some 60 per cent will eventually be 
shipped. 

“Now to offset these disadvan- 
tages is the fact that fully 75 per 
cent of our sales are in the middle 
sizes. Placing practically all of our 
buying strength on the sure selling 
sizes will mean fewer sales lost, 
even if it does mean not having the 
slow selling end sizes which usually 
cause grief in merchandising 


shoes.” 
7 * * 


A CONSUMER survey sponsored 
by the Chamber of Commerce of 
the United States reveals that 53 
per cent of the families interviewed 
have in mind specific purchases of 
durable goods after the war and 
that there already is a demand for 
$6,000,000,000 worth of new 
homes. 


It shows that 56 per cent of the 
families are building up purchasing 






Boot and Shoe Recorder 











evi 
tic 
er 

mt 
er 

me 
an 


cer 
an 
thi 
lo 

pas 
lie 
Ple 
an 


sto 








‘hen 
y a 
ting 
ents 
fore 
| re- 
ting 
dis- 


wise 


shoe 
San 


ifter 
ie to 
lise, 
shoe 
y in 


hose 
lave 
ars, 
loss 


‘ing 














power by saving money now, that 
43 per cent will have an accumu- 
lated annual saving of 10 per cent 
or more of their income, and that 
19 per cent are saving for specific 


post-war purchases. 
+ a a 


THE day shoe rationing went into 
effect was also the noon luncheon 
date for the Glendale (California) 
Junior Chamber of Commerce. 
Member Ralph Hale who operates 
a man’s shoe store in Glendale, pur- 
posely came late to the luncheon. 
When he appeared, carrying a 
lighted blow torch he provoked the 
question: “What's the idea?” 

“To thaw out frozen shoes, so | 
can sell some tomorrow,” was the 
prepared comeback. Haile knew he 
would be kidded about shoe ration- 
ing, so just beat the crowd to the 
punch. 


aim + = 


“HERE in Southern California, 
especially in the foothill towns like 
Glendale, I doubt very much if we 
will skip the Summer shoe selling 
season this year, even with shoes 
rationed,” opined Frank Ward, 
shoe buyer for the Webb Dept. 
Store. 

“Everybody who has lived here 
even one Summer knows this par- 
ticular area does have warm weath- 
er for five to six months a year— 
much more so than the towns near- 
er the coastline. It seems to us wo- 
men will buy seasonal shoes, whites 
and casuals. 

“The casual business will be con- 
centrated in a very few numbers 
and we have every reason to believe 
this part of our business will keep 
to the dollar volume level of the 
past year. This same thing we be- 
lieve will hold true in the all whites. 
Please consider the foregoing as 
an opinion to apply to just our 
store and our own locality.” 


A H. GEUTING, president of 
Geuting’s, Philadelphia, says: 
“The King of Siam visited Phila- 
delphia to have his eyes cured some 
years ago. He spent two months 
here and, of course, made many 
social connections, Many of the 
travelers he met received invitations 
to stop off in Siam. The visitors 
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were nicely entertained but the 
thing that impressed them most 
was the glorious garden which the 
King had. 

“They asked him how he pro- 
duced these results. What fertilizer 
did he use? He smiled and replied: 
‘The -footprints of the gardeners 
were the important thing in per- 
fecting this beautiful picture.’ 

“Everlastingly keeping at it with 
the proper talent will succeed in 
anything.” 








BALLET slippers, one of the types 
of shoes which do not come under 
the rationing plan, have been re- 
vived by one Hollywood actress, 
Katherine Grayson, M-G-M singing 
star, for both formal and sports 
purposes. She says: 

“The ballet slipper outside of the 
dancing class, went out with the 
hoop skirts. But now it’s back. My 
friends are wearing the satin ones 
for evening in shades to match 
their formals. Kidskin and fabric 
ballets are just the thing for slacks.” 
(Better look out Katherine, for the 
true ballet shoe is a hard-boxed 
dancer shoe unsuitable for walking 

except on tip toes. . . . Editor’s 
note.) 


DR. LEWIS H. HANEY, Profes- 
sor of Economics at New York Uni- 
versity, says: 

“Inflation is something done to 
currency. This something may 
either increase the quantity of the 
currency, or reduce the security per 
currency unit. It usually involves 
an expansion of bank credit. It 
tends to cause people to prefer 
goods to money. Thus it tends to 
put prices up. Inflation, therefore, 
may be defined as any expansion of 
credit currency which reduces the 
security of such currency, or makes 
it impossible to exchange the cur- 
rency for goods at existing prices. 

“But however it be defined, my 
main point is that we now have 
inflation. Our credit currency in 
this country is badly inflated. 
There is an enormous potential 
force, tending to reduce the pur- 
chasing power of our currency, and 
thus to force prices up. This is 
seen in the shape of bank deposits 
which we call our deposit currency, 
and which ordinarily, by means of 
checks, are used in something like 
90 per cent of all transactions, Bank 
deposits are enormous, and stand 
at record-breaking heights. More 
than that, they are based, not upon 
commercial loans, but upon gov- 
ernment debt. They are very large- 
ly the result of government borrow- 
ing and spending for non-produc- 
tive munitions of war.” 





“Speaking of rationing—what have you got in slippers that will blend with this outfit?” 












EASING THE HOSIERY CRISIS 


“You may not be able to make a silk purse 
out of a sow's ear,” says Starlet Frances 
Rafferty, “but you can make a silk stocking 
substitute out of an old sweater." Miss 
Rafferty aids the silk stocking conservation 
drive by clipping the sleeves from an old 
sweater to wear with ankle socks in cold 
weather. Sleeveless sweater can then be 
worn around the house to save silk blouses. 





‘See Need for Modifieation of 
Hosiery Price Order 


New Regulation, Which Becomes Effective April 15, 
Is Called “Inadequate and Unsatisfactory"; Shoe 
Retailers, Puzzled by Complexities of Order, Await 


Further Developments Without Undue 


WHILE manufacturers of rayon 
hosiery, individually and through 
their organizations, expressed con- 
siderable concern over possible 
effects of the recent OPA order, ef- 
fective April 15, imposing new ceil- 
ings, and declared their conviction 
that revision or modification will be 
necessary, shoe merchants who sell 
hosiery in their stores viewed the 
order with relative unconcern, pre- 
ferring to await developments until 
its complexities can be more fully 
clarified. Some of them feel that 
relief will be forthcoming and one 
prominent shoe merchant pointed 
out that in some instances the new 
ceilings will enable merchants to 
obtain a higher mark-up on certain 
lines than has been possible up to 
now. 

Meanwhile it was clear that the 
complexities of the order have cre- 
ated a great deal of confusion, and 
while manufacturers felt that revi- 
sions and changes would have to be 
made, they also thought it wiser to 
await a clarification before commit- 
ting themselves on what changes 
will be necessary or indulging in 
comment on the merits of the order 
as drawn by OPA. Earl Constan- 
| tine, president of the National As- 
| sociation of Hosiery Manufactur- 
ers, ventured the opinion that “the 
regulation will be found in many 
respects inadequate and unsatisfac- 
" tory, not only by manufacturers but 
| similarly by distributors.” 

“If it fails to provide a price 
structure which is adequate to cov- 
er costs plus a reasonable margin, 
| We trust and believe that proper 
_ steps will be taken to amend it so 
that it will be adequate,” Mr. Con- 
_Stantine added. 
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AMERICAN women will save an 
estimated 50 million dollars a year 
in their hosiery bill as a result of 
reductions of from 5 to 40 cents per 
pair for rayon, under the new ceil- 
ings, according to the Office of 
Price Administration. 

New  dollars-and-cents _ prices, 
which will be put into effect by mid- 
April at all sales levels, will repre- 
sent price cuts averaging 15 per 
cent in the nation’s annual retail 
purchases of women’s rayon hosiery 
valued at more than $300,000,000. 

Not only will the maximum prices 
be lower but stockings made to the 
standards of OPA, as set for Grade 
“A” hosiery, will contain features 
designed to lengthen the life and 
improve the service of the hosiery 
such as reinforcements in the foot 
and welt (top) and a minimum 
number of rows of stitches in the 
leg to prevent “skimpy” construc- 
tion. All stockings which fail to 
meet the OPA standards for Grade 
“A” hosiery will be known as Grade 
= 

The grade of the stocking to- 
gether with its legal ceiling price 
and certain other information as to 
quality must be stamped on the welt 
of the hose for the information of 
the customer. Inasmuch as rayon 
hose will account for an estimated 
85 per cent of the stockings worn 
by women this year, OPA took these 
steps not only to control prices but 
also to let consumers know more 
about what they get for each dollar 
spent. : 

Prices which prevailed under the 
General Maximum Price Regula- 
tion at the manufacturing, whole- 
sale and retail levels, will be re- 
duced to effect substantially lower 


Concern 


prices to the consumer. The ceiling 
prices range from as low as 12 
cents for the cheapest construction 
on seamless “thirds” to as high as 
$1.43 for the most expensive con- 
tinuous filament full-fashioned ray- 
on. 

For the most commonly worn 
types of plain-knit rayon hosiery, 
the following are representative of 
the price reductions: 

Generally 


prevailing 
prices 


April 15 
“Grade A” 
ceilings 
45 gauge full- 
fashioned .... 81¢—92¢ 
42 gauge full- i 
fashioned .. Thé—-84¢ 89 1.00 
51 gauge full- 
fashioned 
340 needle “bare 
leg” 47¢-53¢ 


$1.00-$1.15 


93¢—$1.05 1.15— 1.35 
.59— 1.00 


The difference in prices listed for 
the same grade depend upon the 
“class” of store where the purchase 
is made, OPA said. 

Prices for “Grade B” rayon 
hosiery are set approximately 10 
per cent below “Grade A” until July 
16. On that date prices of “Grade 
B” stockings will be reduced 25 per 
cent. Since there are no standards 
set for “Grade B” hose, OPA said 
that the price levels for such hose 
must reflect the fact that they are 
off standard. By July 16 OPA an- 
ticipates that sellers will have had 
time to sell their present “Grade B” 
supplies. 

Although the rayon hosiery regu- 
lation, No. 339, is issued today, it 
will not become effective until April 
15. The reason for this long inter- 
vening period, OPA explained, ‘is 
for the purpose of permitting manu- 
facturers to produce and mark 
stockings according to the new 
standards of construction, to allow 
distribution of the new stockings 

[TURN TO PAGE 27, PLEASE] 
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Current Happenings on the National Scene 


Taxation Reform Gets Nowhere Rapidly 
ACTION of the House Ways and Means Committee in 


turning thumbs down, not only on the Ruml plan but 
to all intents and purposes on the idea of pay-as-you-go 
taxation in principle, leaves the whole problem of war- 
time taxation virtually where it was before the months 
of discussion and hearings began, save for the fact that 
the committee has agreed to a 20 per cent withholding 
tax. No progress whatsoever has been made toward 
getting the taxpayer on a current basis with regard to 
his income tax payment, except insofar as the taxpayer 
may “elect” to put himself on a current basis by vol- 
untarily paying two years taxes in one, or insofar as 
some persons, whose tax liability for 1942 was less 
than the payments they will make in 1943 under the 
withholding tax plan, will be allowed to apply the 
excess on their 1943 tax liability. 

In discussing the Ways and Means Committee’s 
action, Chairman Doughton is quoted as declaring: 
“There’s no such thing as current. You can make a 
guess at it, you can estimate it, but you’ve got to adjust 
it in the end. We're doing the best we can with the 
most hateful problem that ever came along in the 
annals of mankind. We’re asked to do something that’s 
never been done before.” 

To which the obvious rejoinder would seem to be 
that almost everybody these days is being asked to do 
things that have never been done before, at least within 
the experience of this generation of Americans, and 
that the committee might make better progress in its 
troublesome task if it would refrain from exaggerating 
the difficulties. A number of workable plans have been 
suggested for putting the taxpayer partly or fully on a 
current basis, but the majority of the Ways and Means 
Committee apparently has rejected them all, with the 
unfortunate result that the subject is now more than 
likely to become a football of partisan politics at a 
time when it is highly undesirable to have legislation 
of such vital wartime interest as a revenue measure 
debated in an atmosphere of partisanship. 

Meanwhile our neighbors to the North, confronted 
with a similar problem, apparently experience no such 
insurmountable difficulties as those which Chairman 
Doughton envisages. Canada plans to collect currently 
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95 per cent of personal income tax liability, to forgive 
one-half of 1942 liability on earned income, to forgive 
one-half of 1942 liability on investment income up to 
$3,000, to defer until death one-half of tax on 1942 
investment income above $3,000, and to start current 
tax collection on this basis April 1. 

Always an unsatisfactory fiscal practice, even in 
normal times, the collection of income taxes in the 
year after the income was earned becomes particularly 
objectionable in wartime when the rates of taxation 
have been stepped up to a point where it becomes im- 
possible for the average taxpayer to meet his payments 
without making advance provision by carefully budget- 
ing his income over the year. 

* * - 


Objections to Tax Arrears 
E XPERIENCE has shown that few people budget their 


income in this way. From the standpoint of the gov- 
ernment, therefore, the present system is objectionable 
because large numbers of taxpayers are likely to de- 
fault in their payments. Many of them will not have 
the money to pay when the taxes are due. Many will 
be compelled to cash in their war bonds. From the 
standpoint of the taxpayers, they not only face the 
embarrassment of being unable to meet payments when 
due, but they are also in the difficult position of being 
always a year in arrears on their income tax payments. 
In former years, when income tax rates were low, this 
latter objection was not so serious as to carry great 
weight. But today, the taxpayer who enjoys a good 
income this year and is consequently liable for a heavy 
tax, may find himself next year without a job or any 
income out of which to meet the taxes on this year’s 
salary when they come due. That is why the honest 
conscientious citizens who form the backbone of the 
nation are eager to get caught up so that they will be 
paying this year’s taxes out currently of this year’s 
earnings, and that was what the Ruml plan was designed 
to accomplish. 

The Ways and Means Committee, it appears, refuses 
to recognize this problem of the citizen, or finds it too 
difficult to cope with. There is still the hope that that 
the House membership may see the light, or that the 
Senate may face the problem a little more realistically 
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when the revenue measure comes up for consideration 
there. If not, the whole question is likely to be tossed 
into next year’s Presidential and Congressional cam- 
paign as an issue with explosive possibilities. 

From all indications, the great majority of Americans 
want the Ruml plan or some substitute which involves 
the pay-as-you-go principle and which will enable the 
taxpayer to meet his obligations to his government out 
of current income. They want to end as soon as possible 
the system under which they will be a year in arrears 
in their income tax payments, and they don’t want to 
be told that in order to get out from under such a situa- 
tion they must pay two years taxes in one. When the 
American people want a thing badly enough they 
usually get it, provided they make their wishes known 
in clear and unmistakable terms. Despite wartime com- 
munication difficulties mails and telegraph wires still 
carry messages to congressmen in Washington, so there’s 
still hope of pay-as-you-go before this session comes to 
a close. ae ie 


Shoes for Testing Without Coupons 


PERSONS requiring shoes for testing purposes were 

authorized March 8 by WPB to acquire them without 
surrendering ration coupons by applying in writing to 
OPA in Washington. By Amendment No. 3 to Ratien 
Order 17, effective March 13, certificates or special shoe 
stamps may be issued to acquire shoes for this purpose 
upon such conditions as OPA may prescribe in individual 
cases. 
The same amendment authorizes any branch of the 
armed services of the United Nations to secure shoe pur- 
chase certificates from any district OPA office to acquire 
the shoes it ds for bers of its armed services in 
the United States. Shoes so acquired may be sold or 
furnished members of their armed services in this coun- 
try without collecting ration currenty. This action also 
enables any branch of the armed services of the United 
Nations to secure the release from the Collector of Cus- 
toms of shoes sent them from their native lands upon 
representation of the necessary certificate. 





oa aa +. 


For Equitable Lambskin Distribution 
AUTHORIZATIONS to import pickled sheep and lamb 
skins under General Imports Order M-63 will be granted 
on a basis which will assure equitable distribution of 
imported skins among tanners, Harold Connett, chief 
of the WPB Leather and Shoe Branch, has announced. 
It was emphasized, however, that actual imports will 
depend upon shipping conditions, and that authoriza- 
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tions may or may not be filled. The basis for the 
authorizations was discussed at a recent meeting in 
Washington of the Sheepskin Tanners Industry Ad- 
visory Committee and WPB officials. 

The branch said that each tanner’s import authoriza- 
tion will be computed so that they will not have more 
than 70 per cent of the total supply of domestic and 
imported sheep skins he consumed in 1941. If a tanner, 
during 1941, put into process 100,000 sheep and lamb 
skins, of which 20,000 were domestic and 80,000 
foreign, the Leather and Shoe Branch will compute his 
quota of import authorizations on the following basis: 

(1) The 20,000 domestic skins will be considered to 
be 100 per cent available and (2) An import quota of 
50,000 sheep and lamb skins will be authorized, making 
a total of 70 per cent of his 1941 consumption. 

The branch also announced that, as a result of dis- 
cussion of other problems facing sheepskin tanners, it 
has been decided that a portion of authorized imports 
may be accepted on assignment or for the account of 
importers for distribution after shipment. This will 
help small tanners obtain a supply of skins, and pro- 
vide a backlog for the industry as a whole. The re- 
maining supply may be imported directly on f.o.b. port 
of shipment basis. 

Importation of skins has been reduced substantially 
because of the lack of shipping space. Domestic tan- 
ners are dependent upon imports for approximately 50 
per cent of their total supply of pickled sheep and lamb 
skins. 


- © * 


Newspaper Scores Capital "Shoe Grab" 


CERTAINLY the spectacle staged in Washington retail 
shoe stores when the leak came out on shoe rationing 
was shocking. The scramble, participated in chiefly 
by battling women, has been reenacted since then in 
the nation’s capital. When shoe stores began selling 
women’s play shoes without requiring ration tickets 
the scrimmage was so hectic that it caused the blood 
pressure of the editor of The Washington Post to rise 
sharply. Whereupon he pounded out a terse, sulphuric 
editorial, aptly captioned “Shoe Grab.” 
In part, The Post’s blast said: 
[TURN TO PAGE 30, PLEASE] 
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EVERY indication points to an excellent men’s shoe 
business in this locality for 1943, even with rationing 
of both gasoline and shoes, and also taking into. con- 
sideration possible slower factory replenishments. 

Two major factors for this conclusion are the great 
activity in aircraft and shipbuilding, together with the 
activity in allied war work, with all workers becoming 
stabilized in their plants, and, second, the fact that the 
boys going into the armed forces are receiving the 
stipulation “Buy a good pair of serviceable shoes be- 
fore induction.” 

Indications are that fewer key workers will be taken 
into the Army because of the need for more and more 
implements of war. Labor shortage is causing many 
school boys to take after-school and vacation jobs, 
work which brings to them some real spending money. 
Many of these youngsters are now buying their own 
clothes, often all on their own. As a rule they are keen, 
careful buyers who are looking for their money’s worth 
and apparently appreciate good merchandise. 

Long before the war started, it was our policy to 
pay particular attention to a boy wearing size six shoes. 
A sales talk which included the showing of several 
pairs of men’s shoes laid particular emphasis on the 
thought that the next pair of shoes this boy would 
acquire would be in the men’s size run, and showed 
him what he would have to select from. 

This bridging-over procedure has turned out to be 
an excellent method of graduating the boy’s trade right 
into the men’s department. It should continue to react 
favorably to the store’s men’s trade, as more and more 
boys are suddenly becoming men under current war- 
time conditions. 





The Case of 
The MEN’S 
In the FAMILY 


This Typical Shoe Store in Santa Monica, 
Cal., is the Third in Our Series of Case 
Studies of Successful Shoe Stores. The Men's 
Department is What We're Interested in 
Here, and E. M. Foster, Manager of the 
Store, Gives a Working Picture of How This 
Department is Operated. 


by E. M. FOSTER, Manager 
Brownbilt Shoe Store, Santa Monica, Cal. 


Left, above—tInterior of The Brownbilt Shoe Store 
Santa Monica, Cal. Wrapping desk and hosiery 
counter to the immediate right, while the ever- 
busy hand bag counter is on the opposite side. 
Above—J. M. Darlington has long been a customer 
of the store. And apparently he likes the innova- 
tion of having a smart girl like Hilda Jacobs 
serve him. 
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DEPARTMENT 
SHOE STORE 


A steady interest in the better grades of men’s shoes 
has been noted for some time. Carrying nationally ad- 
vertised brands is a distinct asset. Scarcely a day goes 
by without several customers who have just moved to 
town telling us that the reason they picked our store as 
a trading place was their liking of the brands of shoes 
stocked, and also the fine treatment they received in 
their former home town from dealers who carried the 
same makes as are on our shelves. 

Even with the men’s styles practically all basic types, 
the one outstanding seller to both the young and older 
men is a plain black shoe. Sales of shoes of this char- 
acter have tripled in the last few months, particularly 
to the young fellows who are now buying extra pairs 
of shoes for their swing shift dancing and who have 
the extra money to spend. 

Unquestionably, men are willing to accept the pres- 
ent M-217 restrictions. They feel they can get along 
without their two tones, rubber heels and woven shoes, 
so there is no resistance whatever to the plain kinds. 

Comparatively few shoe stores in the family catagory 
ever see their sales of men’s shoes run over the 25 per 
cent total pairage sales. However, for some time past, 
our nationally advertised lines of men’s and women’s 
shoes have sold nearly pair for pair. 


Right, above—Assis- 
tant manager Charles 
White explains to Mel- 
ville Grant that his 
next pair of shoes 
will be in the men’s 
size run and suggests 
a possible good dress 
number while Dad, 
James L. Grant, 
chooses a plain toe 
shoe. Right —“Boys 
who have received 
their Army induction 
notices are buying 
more of this buckle 
pattern than the plain 
toe lace one,” man- 
ager E. M. Foster tells 
James Watson, a 19- 
year-old who is set on 
being a Marine Flyer. 


This store in common with many other shoe stores 


all over the country, is now employing girl shoe fitters. 


Naturally the girls were assigned to the women’s and 


children’s shoe selling. During several rushes, it has 
been necessary for a girl to take on the selling of men’s 
shoes to men. We have come to the conclusion that 
most men will buy their shoes from a woman shoe fitter 


far more readily than from a man. 











This tractor truck is capable of pulling the mobile shoe repair trailer attached to it anywhere 

where shoe repair operations are to be carried on. The unit is used in the Shoe Repair 

School of the Quartermaster Replacement Training Center to train soldier shoe repairmen in 
the technique of repair under field conditions. 





SHOE REPAIR ON WHEELS | : 
U.S. ARMY 1943 STYLE...| ° 


m 
TWENTY-FIVE THOUSAND American soldiers, Army 
shoe experts say, will wear out around 400 pairs of 
shoes a day. Under field conditions they will wear out 
twice this number. The crew of a Quartermaster mobile 
shoe repair trailer, operating in the field, will repair 
at least 400 pairs of shoes in two shifts of eight hours 
each—almost a pair every two minutes. 

The rebuilding for reissue of shoes which would 
otherwise end up on the scrap heap is a typical example 
of Army economy through salvage. Practically speaking, 
the Army has no scrap pile. Modern armies can’t afford 
waste. A discarded pair of shoes and an abandoned 
machine gun have to be replaced. New equipment 
requires shipping, rail or truck space that may be needed 
more urgently for the delivery of men or other supplies. 
All property requiring renovation, whether in the com- 
bat zone, or in rest areas, is therefore constantly col- ) 
lected, so that it may be repaired, and reissued, as soon 
as possible. 

Shoes, clothing, textiles, canvas, and- rubber articles 





This interior view of a Quartermaster mobile 
shoe repair trailer shows a shoe patching ma- 
chine in the foreground, and behind it the 
electric generator which provides power for 
the stitching and finishing machines and lights 
for the trailer and two tents of the repair unit. 





Mar. 
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The Shoe Repair School at Camp Lee, 
Va., Maintains a Mobile Shoe Repair 
Trailer for Instruction of Soldier Shoe 
Repairmen Who Will, in Time of Com- 
bat, Repair Shoes in the Field, and 
Keep the Soldiers of the American 
Armies the Best Shod in the World. 


Rebuilt shoes ure on the back steps of 
a mobile shoe repair trailer operated 
by soldiers in the Quartermaster Re- 
placement Training Center’s Shoe Re- 
pair School. The tally-out man, seen 
lifting a pair from the step, is taking 
the shoes to the shipping tent where, 
were this unit in the field, they would 
be inspected, paired, and reissued to 
their former owners. 


are repaired for reissue by semi-mobile salvage repair 
battalions of the Quartermaster Corps. Articles received 
are first sterilized by a sterilization company of the 
battalion, washed by a laundry company, and finally 
repaired by the shoe, clothing, and textile and metal 
repair sections of a salvage repair company. The 
renovated articles are then ready for reissue, if prac- 
ticable, to their original owners, and, if not, to Quarter- 
master depots for stock and subsequent issue. 


A soldier trainee of the Quar- 
termaster Replacement Training 
Center’s Shoe Repair School 
sews a sole to a “G. I.” shoe 
on the stitching machine of a 
mobile shoe repair trailer. The 
trailer units provide American 
troops in the field with speedy 
service on shoe repair. 
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The battalion which provides this service, being 
mobile, is ready to be towed by truck-tractor to what- 
ever repair area is selected for operations. Without the 
salvage repair battalion, troops in the field would be 
deprived of the use of vast quantities of renovated cloth- 
ing and equipment. A vast tonnage of supplies which 
would otherwise be required is thus conserved. 

The men who man the salvage field repair battalion 

[TURN TO PAGE 28, PLEASE] 
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Customers Want the TRUTH 


Retail Ad Copy, Under Rationing, Should Tell a Clear, Simple, 


Straightforward Story About the Use of the Shoes and What 
the Customer May Expect of Them in Wear, Fit and Service. 


SHOE rationing changed overnight 
the objectives, the content and the 
character of retail shoe advertising. 
No longer can the merchant adver- 
tise to sell the customer that extra 
pair. It isn’t a question any more 
of competing for those extra dol- 
lars the customer has to spend, and 
trying to get him, or her, to spend 
them for shoes instead of shirts, 
neckties or cosmetics. From now on 
it’s going to be competition between 
shoe stores for the three pairs a 
year that customers can buy under 
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rationing. It can be, and it should 
be, ethical competition, conducted 
on a high professional plane. But 
it will be competition none the less, 
and in all probability keener, 
sharper competition that the shoe 
business has known up to now. 
What will be the weapons and 
instruments of warfare in this new 
and highly competitive period that 
the shoe business enters under ra- 
tioning? Will style be one of them? 
Yes, for stores can still sell style, 
within the limitations of the shoes 
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that they will have to offer under 
existing or future style restrictions, 
There is still room for the merchant 
and buyer to exercise their style 
sense in selecting the types of shoes 
they will offer to their customers, 
and many of those who have here- 
tofore stressed style in their adver- 
tising will doubtless continue to do 
so, though, in a manner more re- 
served than heretofore. 


IN this connection, however, it is 
most important for the retail mer- 
chant and the advertising man who 
plans and prepares his copy to keep 
in mind the changed psychology of 
customers under rationing. The 
buying rush that followed the first 
announcement of rationing, and the 
fact that novelties were in great 
demand, indicates that women, espe- 
cially, are eager to buy smart, at- 
tractive footwear while it is avail- 
able. But as time goes on, it seems 
logical to assume that most cus- 
tomers will give careful considera- 
tion to how they spend their ration 
coupons, with special reference to 
the service, fit and wear they can 
expect from the shoes they buy. 

Above all, advertising from now 
on will have to be truthful, informa- 
tive, dignified and sober. That's 
the kind of market that is to be 
wooed these days. Since customers 
are interested in fitting, wear and 
service, all of these are good themes 
for advertising. 

Probably the best advertising 


All types of shoe stores and shoe de- 
partments, selling all sorts and grades 
of shoes, are in the advertising battle 
for those three pairs a year which 
rationing plan is supposed to allow. 
A convincing argument can be found, 
apparently, for the purchase of almost 
any type of shoe. 
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rule for shoe retailers to follow at 
the present time is this: Try to tell 
your story to your customers the 
same way you would tell it to a 
member of your family. Your wife, 
for example, depends a lot on the 
information which is being dis- 
pensed by her food dealer and by 
government agencies. By getting 


- complete information on foods she 


is able to buy more intelligently and 
to feed your family as healthfully 
and economically as possible. 

The same situation is true in the 
shoe field. Tell your customers as 
much as possible about your shoes. 
Let them know that such and such a 
shoe can be worn with this or that 
style of dress. At least a half dozen 
women were consulted on this prob- 
lem. Every one of them said this, in 
effect: “If the shoe retailers would 
only give us more detailed informa- 
tion on the utility of shoes in their 
advertising, it would simplify things 
a lot.” 

It seems now that since shoes will 
have to do double duty, and more, 
it is certainly most logical for the 
retailer to point out in advertising 
just what purposes a certain model 
can best serve. Stress use of the 
shoes in your ads. It will help the 
customer to plan her wardrobe, and 
certainly make for a feeling of good 
will toward the retailer. 

It should not be assumed, how- 
ever, that women are interested 
only in utility. That point is impor- 
tant, of course, but style too is im- 
portant. When women forget all 
about style in shoes or any other 
article of clothing it will be a sorry 
day indeed. Styles are limited, as 
everyone knows, but the remaining 
ones are and will be, in demand by 
women. Advertising embodying 


both utility and style points stands 
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Resourcefulness of ad men and par- 
ticularly of copywriters was never 
more strikingly demonstrated than it 
has been since shoe rationing became 
effective. The public, however. is 
probably less interested in plausible 
arguments than in sound facts and 


helpful information. 


a good chance of selling shoes under 
rationing. 

Of late, there has been a tendency 
on the part of some merchants in 
the lower-price grades to emphasize 
in their advertising the thought that 
all shoes, no matter what the price, 
today offer about the same quality 
of materials and workmanship. This 
line of advertising has been based 
in part, on the fact that the armed 
forces have requisitioned all of the 
highest grade sole leathers. It is 
true that the highest quality sole 
leathers have been taken up for the 
armed forces, but it is not true that, 
because of this fact, all shoes are 
the same. Higher priced shoes pos- 
sess qualities of workmanship which 






make them worthy of consideration 
and merchants who want to retain 
their reputation for quality foot- 
wear will certainly make this clear 
in their copy. 

On the other hand, the merchant 
who carries several different price 
lines should avoid attempting to 
play up in his advertising only his 
quality shoes. 

Under government orders, manu- 
facturers are prohibited from con- 
centrating their production in the 
higher price ranges, and retailers 
who have been selling medium and 
lower price shoes will be unable to 
shift their buying and selling into 
the higher ranges because the mer- 

[TURN TO PAGE 42, PLEASE] 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Operating under Restraints 


Tis Spring—but that’s absurd—because there are no 
seasons on the ration card. It’s Spring, nevertheless. 

Retail shoe business took a nose dive in the fifteen 
selling days of early March—an unaccountable slide 
down from the high peak of February selling. Explain 
it as you will—income taxes, saturation of shoes in 
consumers’ hands, or to the fact that the public is 
conserving its ration coupons for April and May foot- 
wear needs. Add it all up and it indicates a change 
of pace—a restrained shoe business and a new order of 
selling. Shoes have gone to war and the public has 
put them in their proper place, measured in wear- 
hours-of-use rather than on the eye power of fashion. 

Human nature being what it js, and far more power- 
ful in the feminine—there will, nevertheless, be an 
Easter season and attractive footwear will have a play. 
It is as natural a phenomenon as the beauty of the 
tulip, the daffodil and the hyacinth. Fortunate, also, 
is the public in having a chance for a choice in the 
blues and colors still remaining on merchants’ shelves. 
Windows are beginning to show the last vestiges of 
color and design before the “fade-out” and the “black- 
out.” Of this you can be certain—that the arts of 
salesmanship still have a play in the competition for 
the coupon and the money. As you show, so shall you 
sell. 

This is indeed a great opportunity to bring inventory 
back into balance. The public that has its quota of 
standard, serviceable shoes, may risk a coupon for the 
appeal of Spring and Summer—before it is too late 
for such outward expressions. 

One thing we are learning—after the first flush of 
ration buying—and that is it ill behooves a shoe mer- 
chant to disparage the product of another. This is one 
time when all shoe men are on the same common 
ground. A tolerance for the other man’s problems and 
prices is as necessary in the democracy of retailing as 
it is in the American way of life. There is a common 
meeting ground for the public, too—at the fitting stool. 
That instrument of service is surely coming into its own. 

One thing OPA certainly did and that was—increase 
the appreciation of shoe fitting as part of the purchase 
price of a pair of shoes. A size and a fit are important 
today and the public will accept the substitution of a 
different pattern with greater alacrity than ever before 
if the shoe fitter will put an emphasis on the right fit, 
for the right foot. 
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Things are not going so well for over-the-counter 
selling and if shoe stores, one and all, would only con- 
centrate on the theme of fit at the fitting stool, we might 
walk far into the post war period with customers edu- 
cated to the plus advantages of the right proportions 
and the right comfort and the right shoes. 

In a few short weeks you, as a merchant, wholesaler 
or manufacturer will be called upon to open a ration 
bank account and to do business under the strict control 
of the ration system. What the trade has got to guard 
against at this moment is the evasions and the tricks 
that come into play to increase volume. There may be 
an end to the play-shoe liberty sometime in mid-Sum- 
mer. At least that’s the feeling expressed by men in 
authority. When it comes to coupons there is no avenue 
of escape in the use of detached coupons over the fitting 
stool. The clerk who secretly collects coupons here and 
there and uses them in black marketing to increase his 
sales book, is likely to face the extreme penalty—even 
jail. The counterfeit coupon will be easily detected and 
the law has a way of treating that traitorous trick. 

No, Mr. Merchant—there is only one way to do busi- 
ness from now on—with the coupon, or else. The intent 
of the rationing law was to reduce the use of extra 
footwear—for conservation of leather, manpower, ship- 
ping power and all the other war measures that mean 
less waste and more saving. Your store and its business 
is going through a process of concentration and you 
will have fewer types of shoes—and we hope more 
sizes—for fitting power. 


THE decline in production is almost precipitous— 
8 per cent less in January in shoes manufactured and if 
Army footwear is eliminated—a full 13 per cent less. 
Shortages will be even more stringent as time goes on. 
So clean up your inventory to the point where it is 
fighting fit—every pair usable and salable. 

An excellent comparison was made by W. W. Stephen- 
son, chief of the Shoe and Leather Rationing Division 
of OPA, when he said that one hundred customers may 
come in to buy sugar and every package of sugar sat- 
isfies a want; but there can be a situation where one 
customer may come into a shoe store and there be one 
hundred shoes on the shelf and that customer won't 
spend a ration ticket for a misfit. 

So you see, shoes are important under a rationing 
system. 
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FACE THE FUTURE 
WITH FORTUNE --- 


Fortune dealers today are collecting their share of ration 
coupons. We believe they’‘re selling Fortunes because of those 
things which have made Fortune America’s leading brand in its price 
field. American men know the Fortune brand through our years 
of national advertising, and they know they can depend on getting 
good value for their money. We know that Fortune’s future 
success depends upon maintaining this consumer confidence, and we 
are making plans today to see that Fortune is first tomorrow. 
RICHLAND SHOE COMPANY, NASHVILLE, TENN. 

~ A Division of General Shoe Corporation . 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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RATION BANKING SYSTEM 


Full and Complete Information 


Again First in the BOOT and SHOE RECORDER 


* * * 


1. Every Shoe Merchant Must Take In- 
ventory on April 10, 1943. 





2. Every Shoe Merchant Must Open a 


Shoe Ration Bank Account. 


3. After Saturday, April 17, You May 
Not Buy or Sell Rationed Shoes Unless 
You Have Opened a Shoe Ration Bank 


Account. 


* * * 


This is IMPERATIVE ... ACT AT ONCE 
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Office of Pricc Administration 
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Administration as provided in General Ration fc 
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for more thon one a Px, 
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tion check, —J22 JIS for more than one 
¥ pair, write sepa- 
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sented by all the sr 
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INSTRUCTIONS ON RATION BANKING 


For Shoe Retailers. Wholesalers, and Manufacturers 


Soon you will be required to take an inventory of the rationed 

types of shoes and open your Shoe Ration Bank Account. In 

order to continue to do business in rationed shoes after April 

17, 1943, you must have a Shoe Ration Bank Account unless you 
do not have access to ration banking facilities. 


These instructions tell you how to open and how to use your 
Shoe Ration Bank Account. They also tell you what to do if you 
do not have access to ration banking facilities. 


How to Open Your Shoe Ration Bank Account 
A. Beginning Monday, April 5, report to any bank 
where you already have opened a Ration Bank Account 
for any other commodity or to the bank where you keep 
your checking account, or, if you have no account, to 
any bank that carries checking accounts. 

B. The bank will give you two copies of a Signature 
Card, two copies of a Shoe Inventory and Sales Record, 
Form R-1701, and a copy of these instructions. 


ciation you will be required to present legal papers 
which authorize the signature.) 


You must turn these forms over to the bank, and at this time 
your bank will give you a quantity of Deposit Slips (see page 
26B, a quantity of Ration Checks (see below), and return to you 
one copy of your Shoe Inventory and Sales Record, Form R-1701. 

3. Shoe Ration Stamps or Certificates you have col- 


lected from your customers for sales at retail since 
February 7, 1943. 
Make out a Deposit Slip in duplicate for: 


a. The amount of your Shoe Purchase Allow- 
ance, if you are a distributor. (Line No. 9, 


C. You must take your inventory of all rationed shoes 
as of the close of business Saturday, April 10, 1943. ; 
Complete instructions on what to include in your inven- Question 4, on the Shoe Inventory and Sales 


tory are given on the Shoe Inventory and Sales Record, Record, Form R-1701.) ; 
Form R-1701. b. The Shoe Ration Stamps and Certificates that 


you have collected since February 7, 1943. 
(Include all that you have received up to the 
date of your deposit.) 
The bank will stamp and return to you the dupli- 
cate of your Deposit Slip for your own records. 


E. After Saturday, April 17, you may not buy 
or sell rationed shoes unless you have opened a 
[TURN TO PAGE 26F, PLEASE] 


D. Monday, April 12, is the first day on which you may 

return to your bank to open your Shoe Ration Bank 

Account. When you do so, you must bring with you: 

1. Completed copies of your Shoe Inventory and 
Sales Record, Form R-1701. 

2. Completed copies of your Signature Cards. (If 

your firm is a corporation, partnership, or asso- 
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Advance Copy of OPA Form R-1701 ——E 
SHOE INVENTORY Name of Establishment (Please Print or Type) 
AND 
Street Address 

SALES RECORD 
City or Post Office and State 
INSTRUCTIONS 

Since February 7, 1943, shoes have been rationed and sales to consumers 
against ration currency and to members of the Trade against the promise of 
Shoe Ration Checks have been permitted. After April 17, 1943, you may not 
buy or sell rationed shoes until you have filed your inventory and you may not 
transfer shoes to another establishment until you have received Shoe Ration 
Currency for the number of pairs transferred. 

WHO MUST USE THIS FORM 

Everyone in the shoe business must prepare two copies of this form and 
(if ration banking facilities are available) must open a Shoe Ration Bank 
Account for each separate place of business. (Manufacturers, see special 
instructions on reverse side.) 

WHAT MUST BE FILED 

Two completed copies of this form (one will be returned to you by your 

bank), and two completed Shoe Ration Bank Account Signature Cards. 
WHEN TO TAKE INVENTORY 
As of the close of business on Saturday, April 10, 1943. 
WHEN TO FILE INVENTORY 

Beginning Monday, April 12, and through Saturday, April 17, 1943. 
WHERE TO FILE INVENTORY 

At the bank where you already have opened Ration Bank Accounts for other 
commodities, or at the bank where you keep your checking account, or, if you 
have no account, at any bank that carries checking accounts. 

BEFORE FILLING IN THIS FORM, READ DETAILED INSTRUCTIONS 
ON THE BACK 
(Final copy of Form will be printed on both sides of a single page) 
2 TYPE OF ESTABLISHMENT (Check one) 
[] Manufacturer C) Distributor (Retailers and Wholesalers) 
3 SALES RECORD PERIOD No. 

(a) a were your sales of FROM— TO— Months = Sales in 
rationed types of shoes during 7 ‘ + . 
Se ee ae ee cee Month Year Month Year Covered Dollars 
months for which you have 
records? (If twelve months 
records are not available, sup- 
ply information for any num- 
ber of complete months for 
which you have records.) 

(b) What percentage of your 
sales in this period were mail 
order? —_—_—_—_—-% 
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INVENTORY OF RATIONED 
SHOES as of April 10, 1943, or 


(Fill in date) 


A Shoe Purchase Allowance 
will be granted to Distributors 
to enable them: 


(a) To send ration checks to 
their suppliers for shoes ship- 
ped after the effective date of 
the Order and for which they 
owe Ration Currency. 


(b) To send ration checks to 
their suppliers to authorize 
new shipments. 


When you return to your bank, 
make out a deposit slip in 
duplicate for this amount (Line 
No. 9) and present it with your 
two copies of this form. 





FROM THE’ EFFECTIVE 
DATE OF RATION ORDER 
NO. 17 (3 P.M. February 7. 
1943) 

up to and including the date 
of this inventory, how many 
pairs of rationed shoes have 
you: 


(Do not write in this space) 











Description of Total Number Line 
Rationed Types of Pairs No. 
(a) (b) (ec) 
Men’s dress shoes (sizes 5 and over) 1 
Men’s work shoes (sizes 5 and over) 2 


Youth’s and boys’ shoes 
(sizes 8 to 2 and 2% to 6) 3 


Women’s shoes (sizes 244 and over) 4 


Misses’ and children’s shoes 
(sizes 12 to 2 and 84% to 1144) 5 


Infant’s shoes (sizes 5 to 8) 6 
All other rationed footwear 


TOTAL—LINES 1-7 INCLUSIVE 8 


SHOE PURCHASE ALLOWANCE 
(50% of line 8 above) 














(Manufacturers, do not fill in) 


(a) Sold to consumers against War 
Ration Stamps, Special Shoe 
Stamps or Certificates? 
(Make out a Deposit Slip in 
duplicate for such ration cur- 
rency and deposit the currency 
at your bank when you file this 
inventory ) 10 


(b) Transferred to exempt buyers 
or shipped outside the con- 
tinental United States? 11 


(c) Transferred to other Members 
of the Trade, for which shoe 


ration currency is owed to you? 12 


(d) Received, for which you owe 
your suppliers ration currency 13 


I HEREBY CERTIFY that I am the person or the 
duly authorized agent of the person whose firm name 
and address are listed above and that the informa- 
tion herein contained is true and complete to the best 
of my knowledge and belief. 








SIGNATURE TITLE DATE 


Any person who makes any false statement or false 
representation is subject to criminal prosecution 
under the laws of the United States. 














March 20, 1943 
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INSTRUCTIONS ON RATION BANKING 


[CONTINUED FROM PAGE 26C] 


Shoe Ration Bank Account, and you may not 
transfer shoes to another establishment until you 
have received a Shoe Ration Check for the num- 
ber of pairs transferred. 


How to Use Your Shoe Ration Bank Account 
After it is Opened 
A. Issue and send Ration Checks to your suppliers for 
the shoes that have been both shipped to you and re- 
ceived by you since February 7, 1943. 

On the day your Ration Bank Account is opened, you 
will have a credit balance in your Shoe Ration Bank 
Account if you are a distributor equal to the full amount 
of your Shoe Purchase Allowance, plus the pairs repre- 
sented by the Shoe Stamps and Certificates you have 
deposited. In most cases this balance should be more 
than enough to take care of all your obligations for 
ration checks covering shoes both shipped to you and 
received by you since February 7, 1943. Write these 
ration checks FIRST. If your ration bank balance is 
not sufficient to do this, you must increase your bal- 
ance with further deposits of Shoe Ration Stamps, 
Certificates, or Ration Checks that you receive as a 
result of sales or transfers or by Shoe Purchase Certifi- 
cates that you may receive from your State or District 
OPA Office on your application. (See Trade Applica- 
tions for Shoe Purchase Certificates to Cover Special 
Cases, on page — of these instructions.) 


Withdrawals 


Do not draw a Ration Check unless the balance in 
your account is sufficient to cover it and all other checks 
outstanding against the account. Do not overdraw your 
account. Do not post-date a check. An overdraft or a 
post-dated check is a serious Federal offense. Your 
Ration Check must be filled out in ink or on a type- 
writer or check writer. Be sure to record the correct 
information on the stub of each check that you issue, 
keeping a running balance on your stubs. If you make 
a mistake, alteration, or erasure in writing a check, use 
another check blank, but keep all spoiled checks. If a 
check is lost after you have signed it, report the loss to 
your bank at once. 


Preparing Your Ration Currency for Deposit 

In your Ration Bank Account you will deposit all 
Stamps, Certificates, and Ration Checks that you re- 
ceive. The ration currently of each type must be listed 
separately on the deposit slip. 

1. Endorse all Ration Checks and Shoe Purchase 
Certificates on reverse side. 

2. Check the dates on your ration currency to see if 
it is valid for deposit. War Ration Stamps must 
be deposited no later than 30 days from the last 
day on which they were valid for consumer pur- 
chases. Special Shoe Stamps and Shoe Purchase 
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Certificates must be deposited to your Shoe Ration 
Bank Account within 60 days after the date of 
their issuance. Ration Checks can be deposited 
only in the account of the person to whom they are 
made out. Ration checks are not transferable. 
3. Do not deposit the following types of ration cur- 
rency: 
a. Stamps or Certificates which are out of date 
or not yet valid. 
b. Ration Checks or Certificates which have 
been altered in any way. 
4. Fill in an original and duplicate copy of the de- 
posit slip (see illustration on page 4). 


Depositing Your Ration Currency at Your Bank 

1. Take the deposit slips, together with all the ration 
currency that you have listed on it, to your bank. 

2. The bank will stamp your copy of the deposit slip 
and return it to you as your receipt. 

3. Generally, banks will not examine ration paper at 
the time it is presented for deposit. If you make 
any error in the calculation of your deposit, your 
bank will notify you. Be sure to enter the correc- 
tion in your own records. You must inform your 
bank within 10 days of receipt of the notice if you 
do not agree that you have made an error. 


Using Ration Checks for Transfers Within the 
Trade 

Ration Checks must be used whenever shoes are 
transferred within the trade. Transfers within the 
trade include purchases, sales, shipments, or other 
transfers from distributors and manufacturers, for 
resale rather than for use. Such a transfer may be 
made only if ration currency is first received. Except 
for the few distributors who do not have access to ration 
banking facilities, a Shoe Ration Check is the only kind 
of ration currency that may be used within the trade. 
1. After Saturday, April 17, 1943, you may replenish 
your stock only if you first surrender Ration Checks 
to your suppliers. 

Though you may place an order before sending your 
Ration Check, the shoes may not be delivered to you 
until the Ration Check covering the transfer has been 
received by the seller. Ration Checks furnished by 
trade buyers must be drawn to the account of the seller 
and must be equivalent in pairs of rationed shoes to 
the number of pairs transferred. 

If a supplier has received ration currency for an order 
which he does not fill either in whole or in part, he may 
return to the buyer a Ration Check drawn to the ac- 
count of the buyer in an amount equal to such unfilled 
order or he may hold such ration currency as a credit 
balance against which he can ship other orders placed 
by the buyer. 
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2. Handling imports of rationed shoes. 

In order to obtain the release of imported shoes from 
the customs, a certified Ration Check drawn to the 
order of the Office of Price Administration for the 
number of pairs imported must be given to the Collector 
of Customs. 


Relations With the Bank 

The bank handling your Ration Bank Account is an 
agency of the Office of Price Administration. Its rec- 
ords will be considered final. However, if you are in 
disagreement with the bank’s records, you may ask 
your nearest District or State OPA Office to settle the 
matter, provided that you have notified your bank of 
the claimed error no later than 10 days after you have 
received a bank statement or notice of error. 


Your Inventory Responsibility 
Your inventory responsibility is first established at 
the time you file your inventory. It is the sum of the 
amounts shown on your Shoe Inventory and Sales 
Record Form, opposite line Nos. 8, 9, 10, 11, and 12, 
minus the amount shown opposite line No. 13; that is: 
(Line No. 8) Your actual stock of rationed shoes, plus 
(Line No. 9) Your Shoe Purchase Allowance (if you 
are a distributor), plus 

(Line No. 10) Shoe Ration Stamps or Certificates col- 
lected by you up to and including the 
date of your inventory, plus 

(Line No. 11) Pairs of shoes represented by transfers 
that you have made to exempt buyers 
or shipped outside of the continental 
United States, plus 

(Line Ne. 12) Pairs of shoes transferred to other mem- 
bers of the trade, MINUS 

(Line No. 13) Pairs of rationed shoes which you have 
received for which you owe your sup- 
pliers ration currency. 

At any time after your inventory is filed and you 
have opened your Ration Bank Account, your inven- 
tory responsibility can only be increased by Shoe Pur- 
chase Certificates issued to you by State and District 
OPA Offices on your application because of expanding 
sales or insufficient Shoe Purchase Allowance. You 
must be able to account for your total inventory re- 
sponsibility by the sum of the shoes you have on hand 
and those due you for which you have surrendered 
ration currency, plus undeposited shoe ration currency, 
plus the balance of your Ration Bank Account and 
plus any ration currency owed to you by other mem- 
bers of the trade or to which you may be entitled by 
reason of transfers to exempt buyers or shipments out- 
side the continental United States. 

If you desire to close out your business or transfer 
it to a new owner, you should notify the District or 
State OPA Office for your area and you must be pre- 
pared to account for your inventory responsibility at 
that time. 
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Transactions That Do Not Require the Use of 
Ration Currency 

The following transfers of rationed shoes may be 
made without collecting ration currency: 

1. An export or transfer to a person for export of 

rationed shoes: 

a. To a foreign country under an export license 
issued by the Board of Economic Warfare, or 
b. To a territory, possession, or dependency of the 

United States (other than the District of Colum- 
bia). 

2.A transfer of shoes to another as slop-chest sup- 
plies for use of crew members aboard any ocean- 
going vessel operating in foreign, coastwise, or 
intercoastal trade or to a ship service store afloat. 

3. A transfer of shoes directly to or for the account 
of the following exempt Government agencies: 
The Army or Navy of the United States (including 

the Marine Corps and Coast Guard). 
The Coast and Geodetic Survey. 
Office of Lend-Lease Administration. 
U. S. Maritime Commission. 
National Advisory Commission for Aeronautics. 
Civil Aeronautics Authority. 
Office of Scientific Research and Development. 
The Panama Canal. 
The War Shipping Administration. 

Any Government agency to the extent it acquires 
shoes for export to and use in a foreign country or a 
territory, possession, or dependency of the United 
States (other than the District of Columbia). 


Note.—A person who acquires shoes for the account of one of 
the above exempt Government agencies without giving up ration 
currency (for example, a contractor who has a war contract with 
an exempt Government agency) must give his supplier a written 
signed statement that the shoes to be acquired will become the 
property of the exempt Government agency, and that it will keep 
title to them, and a copy of his war contract or other proof to 
support the statement. 


Trade Applications for Shoe Purchase 
Certificate to Cover Special Cases 
THERE are some cases in which members of the trade 
may wish to make application for Shoe Purchase Cer- 
tificates. In order to make such applications, any 
member of the trade may go to his Local Board, or to 
the State or District OPA Office, and obtain a Trade 
Application for Shoe Purchase Certificate, Form R-1704. 
When this application has been filled out, and any re- 
quired evidence is attached, send it to the State or Dis- 
trict OPA Office whose address appears on the form. 
Such applications for Shoe Purchase Certificates may 

be made for any of the following needs: 

1. To replace shoes or shoe ration currency damaged, 
destroyed, lost, or stolen. 

2. To replace shoes for which no ration currency 
was received because such shoes were: 
a. Transferred directly to or for the account of 

exempt Government agencies. 

b. Transferred to another as slop-chest supplies 
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for use of crew members aboard any ocean- 
going vessel operating in foreign, coastwise, or 
intercoastal trade or to ship service store afloat. 

c. Exported to a foreign country, or to a terri- 
tory, possession, or dependency of the United 
States. 

3. To obtain shoes to meet expanding sales in a par- 
ticular area or to obtain an adequate stock of 
shoes for a new outlet. 

4. To obtain additional shoes for the stocks of a dis- 
tributor whose Shoe Purchase Allowance was in- 
adequate. 


How to Get Special Shoe Stamps for Refunds to 
Consumers 

AFTER Saturday, April 17, 1943, whenever you are 
unable to fill a consumer’s order for which you have 
received valid ration currency, or whenever you make 
a refund for a salable pair of shoes that are returned, 
you must return to the consumer a Special Shoe Stamp 
as a refund for currency or shoes received. You must 
write the date of issue on each stamp so refunded. You 
may get Special Shoe Stamps for this purpose from 
your Local Board in exchange for a certified Ration 
Check drawn to the account of the Office of Price Ad- 
ministration or in exchange for War Ration Shoe 
Stamps received from your customers. No written ap- 
plication is necessary. The Board will issue to you as 
many sheets of these Special Shoe Stamps as you re- 
quire but not less than one sheet containing 25 stamps. 
In the same way you may obtain additional sheets of 
Special Shoe Stamps at any future date. 


Records to Be Kept by Each Establishment 


A. You shall furnish an invoice to each person (other 
than an individual consumer) to whom you make a 
transfer of shoes. The invoice must contain the date 
of transfer, the number of pairs transferred, the price 
per pair and in total, and the name and address of the 
person (or establishment) to whom the transfer is made. 
B, You shall keep the following records for at least 2 
years: 

1. All invoices you receive for shoes acquired; 

2. Copies of all invoices furnished by you pursuant 
to paragraph A; 

3. Records of any new shoes acquired by you for 
which you did not receive invoices containing the 
same information as is called for by paragraph A; 

4. The number of pairs of new shoes you transferred 
to consumers, to other establishments, and to any 
person from whom ration currency is not required; 

5. An inventory of your stock of shoes, by types as 
listed on OPA Form R-1701, taken at 6-month in- 
tervals; 

6. The number of pairs of shoes you manufactured, 
by types as listed on OPA Form R-1701; 


. Copies of any reports of shoe production or trans- 


fers made to the Office of Price Administration or 
any other Government agency. 
8. If you sell any rationed article and have a Ration 

Bank Account; 

a. All duplicate deposit slips as well as any error 
notices you receive from your bank; 

b. A ration check stub for every check you issue; 

c. Every ration bank statement. (The bank will 
make a statement available to you at least quar- 
terly. Report any mistakes or omissions to the 
bank within 10 days of receipt of your state- 
ment. } 

d. Every cancelled Ration Check returned to you 
by your bank; 

e. All spoiled checks and every check returned to 
you for any reason. 


Report of Shoes Shipped by Manufacturers 


If you are a manufacturer, you shall make such reports 
concerning production and transfers of shoes as the 
Office of Price Administration may require. Copies of 
the form on which the report is to be made, together 
with instructions, are now being prepared and will be 
furnished by the Office of Price Administration. 


Special Instructions for Any Member of the Trade 
Who Does Not Have Access to Ration Banking 
Facilities 
On or after Monday, April 5, 1943, if you find that 
you do not have access to ration banking facilities, you 
must notify the State or District OPA Office for your 
area to that effect. If you do not know the address of 
your State or District OPA Office, your Local Board 
will furnish it to you. You will then receive complete 
instructions from the State or District Office as to how 
to take your inventory, what to do with the ration cur- 
rency you have collected from your customers since Feb- 
ruary 7, 1943, and how to operate under the Shoe 

Ration Order without ration banking facilities. 


What to include in Your Inventory (Question 4) 
In taking your inventory, include all new rationed shoes 
which are: 

(1) located at your place of business even though 
held on consignment, or sold or held by you 
under contract for sale but not shipped; 

(2) Stored by you in a public warehouse which does 
not register as a separate establishment; 

(3) located elsewhere for repair. 

However, do not include shoes you have received for 
repair for another. 

TAKE AN ACTUAL COUNT. Do not estimate. Re- 
cord accurately your stock of each of the types of ra- 
tioned shoes listed on this form. 

NOTE: Everyone in the shoe business must prepare two 
copies of this form and open a Shoe Ration 
[TURN TO PAGE 41, PLEASE] 
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See Need for Modification 
Of Hosiery Price Order 


[CONTINUED FROM PAGE 15] 


so that they will be in hands of rétailers 
at the time of the effective date, and 
to permit retailers to obtain from sup- 
pliers information as to the quality and 
legal prices of hosiery now in stock for 
labeling. 

So that there will be no uncertainty 
as to what the ceiling prices will be, 
the manufacturer must stamp or trans- 
fer on the welt of the stocking the re- 
tail ceiling price, the grade (Grade A 
or Grade B), the gage (or needle count 
incase of circular knit), and the regis- 
tered trademark or the OPA registra- 
tion number of the manufacturer. This 
information must be placed in a “block” 
no less than 1 inch by 1% inches and 
no other printing or lettering is per- 
mitted within the block. 

Two examples of the block and the 
information that must be contained in 
it follow: 


Call at Banks for Ration Inventory 
Records On or After April 5 


On April 5th shoe retailers, whole- 
salers and manufacturers are instructed 
to call at all banks for two copies of 
the “Shoe Inventory and Sales Record” 
(Form R-1701), one copy of the trade 
instructions and two signature cards. 

Ration Bank Accounts will be opened 
by all retailers, wholesalers and manu- 
facturers beginning April 12, 1943. 
A person who owns several establish- 
ments (retail stores, factories, whole- 
sale warehouses, etc.) must open a 
Shoe Ration Bank Account for each 
separate place of business. Chain stores 
must open a separate account for each 
store. Manufacturers who are also re- 
tailers must open an account as a 
manufacturer and a separate account 
for each retail establishment. 

Shoe stamps have specific validity 
periods. They are acceptable for de- 
posits only during the time they are 


valid in the hands of the consumer and 
for thirty days thereafter. 

Stamp No. 17 (from War Ration 
Book One) is valid for deposit up to 
and including July 15, 1943 and has a 
value of one pair of shoes. 

On the inventory form all retailers 
and wholesalers must calculate their 
shoe purchase allowance which will be 
item 9 on the inventory form. This 
form must be deposited for the amount 
shown in Item No. 9 and will constitute 
the authority to open the account. 
Banks are requested to make certain at 
the time the shoe inventory form is de- | 
posited, that the amount appearing in 
Item No. 9 is no greater than 50% of 
the total figure in Item No. 8. 

Get ready to take complete inventory 
of all rationed shoes as of close of busi- 
ness, Saturday, April 10, 1943. 








Ceiling 92¢ 


X. Y.Z. Brand 
Grade A-45 gauge 


Ceiling—W-—35¢ 


OPA No.—900 
Grade A-260 ndls 
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“Irregular,” “seconds” or “thirds” of 
Grade A and Grade B stockings must 
have this identifying information also 
marked on the stocking, either on the 
welt or the foot. Manufacturers also 
must imprint the foot size on each pair. 
Hose that is “short,” “long,” “extra 

” or “out-size” must be identified 
with the proper word imprinted on it. 
Ceiling price and quality information 
must also be posted in establishments 
at the place where the rayon hosiery 
is sold. 

The regulation also gives special pre- 
miums for constructions with wearing 
qalities superior to the new standard 
Grade A stockings. The specific amounts 
that may be added to prices are set 
forth for extra-quality features such 
as heel and sole reinforcements, welts 
made of stronger yarns than rayon 
and for commercially accepted run- 
rsistant features. 

Recognizing that operating methods 
and customary mark-ups vary as be- 
ween different retail outlets, the new 
regulation sets two ceiling price levels 
for rayon hosiery. Stores with an an- 
mal volume of more than $250,000 
which had a mark-up of 34 per cent 
less during any of the years 1939-42 
we given the following ceiling prices 
for representative grades of first qual- 
ity full-fashioned plain-knit rayon hose: 


Grade A Grade B 


OS Oe pee $0.71 $0.65 
gauge ...... 15 67 
SE Ss can’. .0sk en on ‘$1 72 
I i s's:0'< natu dee 86 77 
NG file) ae okie pi eans 93 84 
All other stores—including those 


vhich historically have mark-ups on 
siery of more than 34 per cent in 
teeent years—are given ceiling prices 
maging from 9 to 15 cents a pair high- 
. These prices follow for some of 
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the more representative first quality 
constructions: : 


Grade A Grade LB 


EN octet o tw oO $0.80 $0.74 
42 gauge icia:s see teen ee .84 .76 
EE aaah. 0 Seka wee 92 80 
EE nig be é.iuled ene eee .98 88 
CEN cat ayest so 6 parvesad 1.05 95 


Two sets of prices also apply to cir- 
cular knit stockings at retail, depend- 
ing upon whether they were purchased 
by the retailer direct from the manu- 
facturer or from a wholesaler. Repre- 
sentative ceilings for first quality 
standard construction stockings when 
bought from a manufacturer are as 
follows: 

Grade A Grade B 


220 or 240 needle count .. $0.28 $0.25 
260 needle count . ‘ 3 .26 
280 needle count ......... .32 .27 
300 needle count ......... 37 31 


320 needle count ..... ° "39 .32 
340 needle count 


If the stockings were bought from a 
wholesaler, the ceilings for first quality 
hose at retail will be: 


Grade A Grade B 


220 or 240 needle count $0.32 $0.28 
260 needle count ...... . .35 .30 
280 needle count ......... .37 31 
300 needle count .. “ .42 35 
320 needle count ... ..... 44 37 
340 needle count .........- .53 43 


In addition, the price tables in the 
regulation set up ceilings for other 
qualities, including irregulars, seconds 
and thirds, and special constructions. 
Schedules of prices for manufacturers 
and wholesalers, as well as retailers, 
are given in detail in Appendix C of 
the regulation. 

The enactment of the General Maxi- 
mum Price Regulation’ “froze” rayon 
hosiery prices at their March, 1942, 
levels. In some cases prices at that 
time had reached unduly high levels 
and in others manufacturers and deal- 
ers were “caught” with prices so low 
as to discourage production or dealings 
in this hosiery. The new regulation 
will level off these inequities. 


See No Hardship in Rationing 


CoLumBus, OHIO — Shoe rationing 
will not be a serious hardship, accord- 
ing to representatives of the industry 
here. Though all shoe company execu- 
tives did not believe the sudden move 
was necessary, they all lauded the 
secrecy which preceded the announce- 
ment. 

Herbert Lape, Jr., president of Julian 
& Kokenge Co., speaking as a member 
oi the Shoe Industry Advisory Commit- 
tee, said, “The OPA has approached 
shoe rationing with a great deal of in- 
telligence. If this same attitude is 
reflected in the administration of shoe 
rationing, the consumer will benefit.” 
He said that “rationing is necessary 
for more even distribution, in view of 
the imminent shortage of sole leather. 
In the final analysis, it (rationing) is 
a contribution that the shoe industry 
and the consumer should make toward 
successful winning of the war, and 
deserves our wholehearted support.” 

Walker T. Dickerson, president-trea- 
surer of the Walker T. Dickerson Co., 
agreed that rationing was necessary. 
“There is a serious shortage in calf- 
skin, and I have felt for a long time 
that something would have to be done,” 
he said. “I felt that a more efficient 
method would be to curtail production 
of shoes by, say 10 per cent, at the 
manufacturing plants.” He said a con- 
tributing factor to the sudden order 
was the recent trend of the public to 
buy shoes in large quantities. “It is 
no longer unusual for a woman to buy 
six pairs of shoes at a time. Then, too, 
we have been finding it more difficult 
to get all types of materials . . . rubber 
cement, even metal eyelets are hard to 
get now,” Dickerson added. 

Virtually all shoe executives agreed 
that the ultimate effect will be that 
consumers will buy more conservative 
and substantial shoes. 








Benjamin W. Childs Honored Before Leaving for Navy Duty 





Holyoke, Mass.—Benjamin W. Childs, president and treasurer of Thomas S. Childs, Inc., was guest recently at a “good 


luck" party given by the Childs Ten Year Club. 


Mr. Childs lett shortly after for active duty as a lieutenant in the Navy. 


A large model of a U. S. destroyer, complete in every detail and made to scale, was on view during the dinner. It was 
made by Fred Kroll. Also honored at the dinner was Thomas S$. Childs who is already serving as a lieutenant in the Navy. 
Representatives of the Childs stores in Springfield and Hartford were among the guests. 





Shoe Repair on Wheels 


[CONTINUED FROM PAGE 21] 


trailers are trained for their work at 
Camp Lee, Va., location of the country’s 
largest Quartermaster Replacement 
Training Center. After four weeks of 
basic infantry training, soldiers with 
special aptitude and experience are en- 
rolled in the Shoe Repair, Clothing, 
Textile, Laundry, and Sterilization 
Schools, and taught how to operate 
mobile repair and service units in the 
field. 

Soldiers learning shoe repair under 
field conditions work in Quartermaster 
mobile trailers, the first model of which 
was built at Camp Lee in the Spring of 
1941. The trailers are set up alongside 
the Shoe Repair School’s huge shop, 
where 27,000 pairs of shoes a month 
are repaired for soldiers in the Virginia 
area. Shoe trailers are fully mobile, 
and are sufficiently maneuverable to 
negotiate secondary roads. 

The commanding officer of the bat- 
talion has the responsibility of suf- 
ficiently dispersing and concealing the 
shoe and other repair trailers so that 
they will be safe from air attack. 
Camouflage effects for concealment pur- 
poses are obtained usually by blending 
the trucks into their surroundings. 
While the soldier crews are equipped 
with carbines and rifles, camouflage is 
regarded as highly essential, particu- 
larly in the avoidance of air attack. As 
part of the instruction in camouflage, 
students in the Camp Lee Shoe Repair 
School remove the trailers to the sur- 
rounding woods and undertake actual 
concealment through mottled netting 
of foliage effects. 

The battalion locates wherever the 
Army command designates, but usually 
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far enough forward in the theater of 
operations to receive articles from both 
the front line and rest areas, and near 
enough an advance depot to obtain 
supplies and return shoes—if it is im- 
practicable to return these directly to 
the troops. When the unit moves, ad- 
ditional transportation is provided for 
the crews from motor pools, if the dis- 
tance involved requires it. 

In operation, two large tents are set 
up, one at each end of the trailer, to 
serve as the receiving and shipping sec- 
tions of the shoe repair unit. Shoes re- 
ceived from the sterilizing unit are de- 
posited in the receiving unit, and sorted 
for repairability on an inspection table 
by a tally-in man. Shoes found to be 
uneconomical for normal repair are 
stored for future shipment to a salvage 
depot for complete rebuilding. Repair- 
able shoes are placed in special racks 
holding nine pairs each, and sent, as 
needed, up the platform steps into the 
trailer. 


Standard Trailer Used 

The shoe repair unit itself is a stand- 
ard commercial semi-trailer having 
doors at each end and three windows 
on each side. Repair equipment, in- 
stalled along both sides of the trailer, 
is arranged to balance weights. Sup- 
plies, kept under the jack benches, are 
also carefully distributed to maintain 
an even balance before the trailer is 
moved. 

The crew comprises 13 men, includ- 
ing the sergeant in charge. Ten men 
work in the trailer; that is, six on the 
jacks, one on the stitcher, one on the 
patcher, and two on the finishing ma- 
chine. A portable gasoline driven gen- 
erator provides power for the stitching 
and finishing machines, and light for 
the tents and trailer. 


Each jackman at the trailer’s six 
jacks is equipped with skiving and 
trimming knives, a 20-ounce hammer, 
and a rasp, heel lifter, pincher, nipper, 
and nail set for the job of applying 
soles and heels, and otherwise prepar- 
ing the shoes for the stitcher. When 
the shoes have been sewn by the 
stitcher they go to the trimmer, who 
trims the edges with a motor-driven 
dise-like cutter until they present a 
perfectly smooth finish. Next the 
sander sands the heels smooth with a 
machine-driven sanding wheel. One of 
the men on the finisher then takes the 
shoes, inks the necessary parts, closes 
the channel cut by the stitcher with 
the bottom leveling machine, and final- 
ly buffs, waxes, and sets the edges. 

The tally-out man working the ship- 
ping tent now receives the shoes down 
the back steps of the trailer, inspects 
them for nails and rips, inserts pads in 
the heels, and, if all workmanship is 
satisfactory, sets them in the mating 
racks. The shoes are now ready either 
to be returned to their owners through 
supply officers, or to be sent to depots 
for stock. 

The salvage of shoes in the Army for 
repair and reissue is not new. The real 
innovation is the development of mobile 
repair. The advantage of mobile shops 
is that they usually guarantee the quick 
repair and return of shoes to their 
owners. In the World War 400,000 
pairs of shoes were rebuilt for reissue 
in France in the single month of De- 
cember, 1918. These shoes accounted 
for over 10 per cent of the 3,600,000 
hats, shoes, webbing, rubber items, 
clothing, canvas, and other articles 
which were returned to use by the 
Army’s salvage service in that month. 
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The saving to the Army in a rebuilt 
pair of shoes can be gauged from what 
repair work cost the American Ex- 
peditionary Force in 1918. The average 
cost of repairing a pair of shoes at a 
salvage depot was estimated at $1.05, 
of which 70c. was for materials, 34c. 
for labor, and ic. for transportation, 
loading, and unloading. This was less 
than a fifth of the $6.81 which a new 
pair of shoes cost the Quartermaster 
Corps at that date. 

The Quartermaster Replacement 
Training Center at Camp Lee, now 
under command of General Guy I. 
Lowe, was the first in the country to 
train Army shoe technicians. The Shoe 
Repair School is operated by Captain 
§. A. Bethune under the supervision 
of the Director of Supply Training, 
Colonel John V. Rowan. 

Training in trailer repair work has 
been carried on at Camp Lee since May, 
1941, when a Quartermaster mobile re- 
pair shop was built at the camp on a 
commercial trailer. The school actually 
commenced a month earlier in a reno- 
vated barracks, where trainees repaired 
shoes by hand, trimming soles with 
sandpaper and glass. The school’s shop 
Was made available for operations in 
June, 1941. Today, several hundreds 
of trainees, working under the direc- 
tion of Captain Bethune and a staff 
of non-commissioned instructors headed 
by Master Sergeant Cologero Lattuca, 
repair as high as 2500 pairs of. shoes 
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daily in the shop, and average over 1000 
pairs. They learn to do by doing. 

The instruction notes given each 
soldier-trainee best express the spirit 
with which the men leave the school to 
become shoe rebuilders for America’s 
fighting troops. “Your instructors,” 
the note reads, “will help you and 
guide you, that you may be of real ser- 
vice to the Army and your country. 
We are going to win this war. Some 
soldiers will help win the war with 
guns, some with tanks, some with ships, 
some with planes. You, a soldier shoe 
repairman, will help win the war by 
keeping the Army’s shoes in fighting 
trim!” 


Amendments to Shoe Ration 


Order Issued 


WASHINGTON, D. C.—A number of 
amendments to Ration Order 17 have 
been issued during the past week. One 
of them permits any branch of the 
armed services of the United States to 
get certificates from any district office 
te acquire the shoes it needs for mem- 
bers of its services within the United 
States and to furnish or sell shoes to 
any member of the armed services of 
the United Nations without collecting 
ration currency. 

Another amendment provides that 
any person who requires shoes for test- 
ing may apply to the Office of Price 
Administration, Washington, for the 
number of parts of shoes needed. 

A third amendment, issued early this 
week, permits shoes which have been 
damaged by fire, water, steam or other 
accidental causes to be placed in the 
unrationed class under certain pre- 
scribed conditions. A further amend- 
ment prescribes regulations in connec- 
tion with the closing of a shoe store. 


Harold F. Volk Enrolls 
For Army’s Civilian Course 


DALLAS, TEXAS— Harold F. Volk, 
head of Volk Brothers, Dallas, and 
president of the National Shoe Retail- 
ers Association, has enrolled for the 
Civilian Orientation Course sponsored 
by the Army at its Command and Gen- 
eral Staff School, Fort Leavenworth, 
Kansas. This course is conducted for 
the purpose of giving business execu- 
tives an understanding of Army organi- 
zation and procedure. 

A number of prominent shoe manu- 
facturers have already completed this 
training. William F. Joyce, head of 
Joyce, Inc., of Pasadena, Cal., is en- 
rolled at the present time. 


To Manage Fond du Lac Store 


Fonp pu Lac, Wis.—C. T. Kelley, for 
eleven years manager of the G. R. 
Kinney Shoe Company’s store in Hib- 
bing, Minn., has been named manager 
of the firm’s local store. Mr. Kelley 
has been associated with the Kinney 
company for the past 18 years. 


| 
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YOUR EFFORTS 
ARE WELL REWARDED 
UNDER THE 
PROFIT-SHARING PLAN 


Operating a Health Spot Shoe 
Shop is almost like working for 
yourself, except that you imvest 
nothing but your effort. 


As a Health Spot Shoe Shop 
operator, you receive a regular 
salary PLUS a liberal share of 
the profits earned through your 
ability to build a loyal following 
of satisfied customers. 


This profit-sharing plan is mak- 
ing it possible for Health Spot 
Shoe Shop operators all over 
the country to cash in on their 
ability. 


Men with years of experience 
in all kinds of shoe retailing— 
men who have always worked 
hard and received little for 


their efforts—are enjoying well- 
under 


deserved success this 


profit-sharing plan. 





Mr. A. C. Rogers 


MANAGER 


HEALTH SPOT SHOE SHOP 
114 W. State St. 


Rockford, lil. 
A typical successful Health 
Spot operator, Mr. Rogers 


makes full use of his ability and 
is well paid for it. 


MEN WANTED 
As vacancies occur due to men 
leaving for the service, new 
opportunities are created. Send 
for your application blank to- 
day. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Stock No. 899 
HEALTH LAST 
The highest arch low 
heeled shoe in existence. 
Controls foot motion and 
elongation for perfect 

foot happiness, 
40 Other Styles In Stock 


THE MILLER SHOE CO. 
Health Shoemakers 
CINCINNATI, OHIO 
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“Patrons mobbed the stores to buy six and eight 
pairs of the same style in all colors of the rainbow. 
f That no need beyond that of vanity would require such 
wholesale purchasing is obvious. May we hope that 
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No Upward Revision in New Pricing Scheme 





Forthcoming Method Expected to Permit Lowering of Prices 
at Retail. Manufacturers’ Committees Send Recom- 
mendations on Base Period to OPA in Washington 


Boston, Mass.—Here in New En- 
gland the impression is strong that the 
now widely-advertised and forthcom- 
ing method to be applied by shoe man- 
ufacturers in figuring their price ceil- 
ings will not be such as to necessitate 
an upward revision in ceiling prices at 
retail. The Office of Price Administra- 
tion, instrumental in securing the ac- 
tive cooperation of manufacturing 
groups in its search for a price ceiling 
formula to be applied by manufactur- 
ers, is said here to be adamant in its 
determination to prevent any changes 
at retail other than downward revi- 
sions which accurately reflect -quality 
deterioration. In other words, the pub- 
lie is to be protected, the merchant is 
not to be required to sell at a loss and 
the manufacturer is to be given the 
tight to determine his own price ceil- 
ings within a framework of the OPA’s 
devising. 

Recommendations of two committees 
of manufacturers, working indepen- 
dently, have been forwarded to Wash- 
ington where, if the mails did not mis- 
carry, they were received on Monday, 
March 15. These two committees, an 
Eastern group of which R. H. Adams 
of the Charles Cushman Co., was 
thairman, and a Western group headed 
by R. H. Monig of International Shoe 
o., had been asked by the OPA to sug- 
gest a base period which could be used 
in determining costs, these costs—di- 
tect labor and direct material costs— 
to be the basis used in the determina- 
tion of prices above which it would be 

to sell merchant customers. The 
other factor in this determination is to 
gross margin. To make it simple, 
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the formula may be illustrated by the 
example of a shoe manufacturer whose 
materials cost per pair is 31 and whose 
direct labor cost is 50 cents and whose 
gross margin (all other costs plus 
profit) is 25 per cent. To determine his 
ceiling price, this hypothetical manu- 
facturer subtracts from 100 per cent 
his gross margin of 25 per cent and 
divides the difference—75 per cent in 
this case—into the sum of his two cost 
items. The nub of the scheme, of 
course, is the selection of the period 
which will be used in estimating these 
costs and gross margins. While no one 
here professes to know just what this 
period will -be, it-is.generally conceded 
that it will be some time during 1940, 
1941 or 1942. It may be a given period 
during any one of those years, it may 
be the average of one of the years or 
it may be the average of two or more 
years. 

Nor will the manufacturer’s long- 
established pricing policies be affected 
materially. If he has been selling 
across the board, averaging his prices, 
he may continue so to do, it is explain- 
ed, but he will be required at the end 
of the year to show that his average 
gross margin has not exceeded the mar- 
gin to which he is entitled under the 
OPA regulation. 

The end result will be no increases 
in retail prices, it is said, the chief 
interest of the OPA at present being 
to choose a base period which will sta- 
bilize the status quo at retail. It is an 
indirect method of pegging prices which 
takes into consideration the fact that 
quality has changed and that violations 
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January Shoe Production 
Off 3.9 Per Cent 
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WASHINGTON, D. C. — Production of 
boots, shoes and slippers other than 
rubber amounted to 36,991,171 pairs, 
according to a release by the Depart- 
ment of Commerce, Bureau of the Cen- 
sus. This represented a decrease of 
3.9 per cent from production the month 
previous and a decrease of 7.6 per cent 
from that in January, 1942. Of this 
total, 31,745,504 pairs were high and 
low cut boots and shoes of leather, com- 
pared with 32,351,303 pairs in Decem- 
ber, 1942, and 35,083,622 pairs in Janu- 
ary a year ago. 

Government shoes, including dress 
and work types, amounted to 4,062,777 
pairs. This figure contains 107,083 
pairs of government shoes for women. 
Government shoes produced in Decem- 
ber reached the figure of 3,830,576 
pairs, not including women’s shoes on 
which no data were available. The 

[TURN TO PAGE 37, PLEASE] 


31 





Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


FIT for ACTION. 


These are the determining influences 


in a woman’s war-time choice of shoes . .. 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 
widths because they are made 


over United Lasts. 


UNITED LAST COMPANY 
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asts. 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Henry W. Boyd, Jr., New 
Chief of Shoe Section 


WASHINGTON, D. C.—Henry W. Boyd, 
Ir. vice-president of the General Shoe 
ration, of Nashville, Tenn., was 
inted chief of the Shoe Section of 
War Production Board on March 
18. Mr. Boyd succeeds Alvin J. Spring, 
who recently resigned from WPB to 
yesume his work as shoe buyer for J. 
¢ Penney Company. 
"Mr. Boyd is eminently qualified to 
assume the responsibilities of head of 
the Shoe Section, having served for 
some time as chief of the WPB men’s 
shoe unit. Through this service he 
gequired a working knowledge of the 
operation of the Shoe Section, supple- 
menting his extensive background of 
practical experience in the shoe in- 


dustry. 


1. Miller Sets a Selling Pattern 


New YorkK.—Combining a review of 
the past history of I. Miller achieve- 
ments in the shoe industry with current 
styles and the best way of presenting 
them to the consumer, the I. Miller 
organization did a comprehensive job 
of educating the press to educate the 
public in a recent showing for the 
fashion press at its uptown Fifth Ave- 
tue store. The occasion celebrated the 
firm’s fiftieth anniversary with a com- 
bined fashion show and talk by Miss 
Verne Clark. The shoes presented on 
models included the most popular pat- 
terns of the past year, largely on low 
or medium heels. Whistlestop, Flag- 
stop, Shank’s Mare and Shank’s Colt 
were the low heel numbers shown. On 
medium heels—17/8—a closed toe calf- 
skin pump for daylong wear and an 
open toe patent leather pump for dress 
occasions were featured. Two oxfords 
were also shown on these heels, one 
with an open back. Selected by a 
fashion designer as providing a com- 
plete shoe wardrobe were Shank’s Mare 
for casual daylong wear and Papoose, 
the new baby toe anklet, for dress oc- 
easions. A series of three patent leather 
shoes in new simplified patterns and a 
trimmed pump, popular style of recent 
seasons, were also shown. Two “post- 
dated” fashions, held for May selling, 
were included—a pump with mesh 
ornament and an all-white buck spec- 
tator pump. ’ 

Strongly emphasized by Miss Clark 
was the fact that plenty of the styles 
banned by M-217 are completed or al- 
ready in process. The effects of the 
Order as amended will not be felt by 
Women until Fall, she said, and the 
More they can be made to realize that 
there will be plenty of the styles they 
want available all through the Summer, 
the better it will be for the shoe in- 
dustry. Out of the Order a new fashion 
trend is developing which will be just 
as interesting and just as right for the 
times as the present styles have been 
up to now. Today’s fashion, she said, 
consists in what women need and what 
they need is: shoes that fit so well that 
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women can forget that they have feet; 
simplicity; adaptability; quality. In 
speaking of fit, she advised women to 
try a size larger before buying. Many 
women have never worn shoes really 
large enough and it will be more im- 
portant than ever for them to be well- 
fitted this year. 

Color can be introduced in the cos- 
tume in gloves and corsages, according 
to I. Miller which is prepared to sell 
these accessories in matching “Corsage 
Colors.” A smart idea was worked out 
in gloves and handbag both trimmed 
with a shepherd’s check edging. There 





HANAN SHOES .. . like the men of America . . 
a long, fine heritage. They are a known quantity and 

_ quality . . . tested and proven through nearly a century 
of service on American feet. Over hard and pitted war- 
built roads, over smooth and gentle paths of peace, they 
carry on and forward with willingness and fortitude. 
The “Shoe of the Day” is a Hanan *Hurdler .. . 
right for officers, just as right for men who work-to-win 


behind the combat forces. 
*Exclusive Hurdler construction for instant and constant 
Style 2012 (Russetan); Style 2212 (Black); 

Style 2022 (Wine Cordo) 


Quality...like Character...Endures 


AMERICA 


Style 2011 (Russetan); Style 2211 (Black)...Single Sole 
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will be many new ideas in handbags 
according to Miss Clark. Straws, plas- 
tics, fabrics will be smart and im- 
portant. To round out the picture of 
what I. Miller is doing these days, a 
parachute was displayed with the 
jacket to which it is attached and in 
which the aviator makes the jump. The 
fine stitching required for shoemaking 
has been found to be just the kind of 
work needed for parachutes. As part 
of the conservation work needed for 
the war, shoe repairing is more im- 
portant than ever. A repair factory is 
operated by the firm. 
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PROMOTIONAL SHOES 
ST. LOUIS’S FINEST 


We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis factories. 

AT A PRICE 
MEN'S — WOMEN'S — CHILDREN'S 





Sell us your surplus shoes. We buy 
better grades. Any quantity. Write 
or wire. 











M. K. WEIL SHOE Co. 
1326 Washington Ave., St. Louis, Mo. 
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LADIES’ 
JODHPUR BOOTS 
10 STYLES IN STOCK 


$910 up 
we STOCK FOR 


SEND FOR NEW ASCO CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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High Heels 

K 3454 Black Patent 
Leather Plain Vamp 
K 3452 Black Patent 


Girdle 


Leather Perforated 
Mp vamp 
M 3424 Blue Smooth 






Leather Perforated 
SLIPPING Vamp 
” T 3422 Tan Smooth 
a Leather Perforated 
Vam 
om W 3452 White 





Smooth Leather Per- 

forated Vamp 

Cuban Heeis 

NO K 3459 Black Pat 

giTiN ent Leather Perfo 
rated Vamp 

T3425 Tan Smooth 


Leather Perforated 
Vamp 


CONCEALED 
« CORE 


Smooth Leather Per 
forated Vamp 


$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Leather Sandal Group Defines Position 





Chairman of So-Called Luggage Leather Footwear Manufagc. 
turers Explains Why This Branch of Industry 
Seeks Ration Relief 


New YorRK—Barney Worthman, of 
Fulton Leather Goods Company, chair- 
man of a group of luggage leather 
sandal manufacturers which has been 
holding meetings and discussions in the 
interests of that branch of the shoe 
industry, especially in connection with 
rationing and other government regu- 
lations, this week issued a statement 
setting forth the position of the group. 
Mr. Worthman said: 

“I do not believe that there is a shoe 
retailer or manufacturer who ques- 
tions the sincerity of purpose of the 
shoe officials of the OPA in Washing- 
ton, nor do I believe there is a manu- 
facturer or retailer who would not 
willingly sacrifice his investment and 
the fruits of years of his efforts if he 
felt that by doing so it would be in- 
strumental in bringing home our boys 
in uniform, under the banner of victory. 

“The aim of shoe rationing is to con- 
serve our critical leathers for military 
purposes and to enable every man, 
woman and child in this country to 
acquire their normal footwear require- 
ments in an equitable manner. This 
rationing program was necessary but 
its inception was so sudden that it af- 
forded those responsible for its admin- 
istration no time to work out the prob- 
lem of so called non-practical styles 
and low end grades that is now plagu- 
ing the industry. 


Millions of Pairs Involved 


“Millions of pairs of shoes and san- 
dals are involved. The recent release 
from rationing of play shoe types in 
several categories of so called non- 
critical leathers and fabrics should be 
only the beginning of the solution of 
this problem. I feel sure the OPA now 
realizes its inadequacy. The conclu- 
sions reached by those officials in ef- 
fecting this release was based on sub- 
stance rather than style, and style, 
every retailer will concede, is the crux 
of the whole situation. 

“These officials apparently felt -that 
any shoe with cattle hide uppers pos- 
sessed sufficient wearing qualities to 
sell under the rationing program irre- 
spective of style or price. @heir view- 
point was a long range one. It did not 
take into consideration the current 
problem of the manufacturer and re- 
tailer. They appeared to have neglect- 
ed the attitude of the consumer. Their 
assumption that the consumers may 
have to use their coupons for this type 
of footwear because the supply of prac- 
tical footwear may eventually be in- 
sufficient leaves the retailer and manu- 
facturer ‘holding the bag’ with frozen 
stocks. 

“It is the unanimous opinion of re- 
tailers that the consumer will not give 
up the valuable coupon for a play or 





leisure shoe whether it carried a foy 
iron split sole or a fourteen iron oak 
bend sole; whether its upper stock js 
of capeskin or five-ounce cowhide. The 
retailer will accept from the manufae. 
turer only ration free play and leisure 
shoes. What is the manufacturer to do 
with his rationed play shoes that are 
completed, and those in the process of 
completion? What is he to do with his 
cut soles and upper stock? In most 
instances this upper stcck in its present 
state of tannage is suitable only for 
play shoe types. He could not dispose 
of it to manufacturers of so called 
practical footwear. Most heavy elk 
and cowhide leathers are applicable 
only to strap sandals. 


Play Shoe Manufacturers’ Plight 

“The manufacturer of rationed play 
shoes is now laying off his help and 
slowing down his production to a point 
of almost complete cessation. This con- 
dition means anything but the con- 
servation of footwear, for it virtually 
stops the fabrication of shoes of which 
the component parts are already in the 
possession of the manufacturer. It 
means that the consumer's will not even 
have this footwear available to them 
if the supply of practical shoes does 
eventually prove inadequate. 

“Surely the OPA cannot expect the 
manufacturer to continue to produce 
and convert his leather into the finished 
product in the face of these difficulties. 
He has bank loans and trade bills to 
meet. He must move his finished shoes 
in order to meet these obligations. 


Face Financial Disaster 

“Unless the OPA recognizes the cur- 
rent predicament of these play shoe 
manufacturers and modifies the shoe 
ration program so that the retailer 
will accept their present commitments, 
the manufacturers will be faced with 
inevitable financial disaster. 

“This potential situation might be 
justified if it helped attain the objec- 
tives of shoe rationing and aided the 
war effort. It does not! It impairs the 
effectiveness of the shoe rationing pro- 
gram and the aims of shoe conservation. 

“T speak principally from the manv- 
facturer’s angle. The retailers have 
similar problems. The large retailers 
with inventory control to contend with, 
are in an uncomfortable position. With 
play and leisure footwear for the time 
being frozen on their shelves, to accept 
further shipments from the manufac- 
turers would only intensify their dif- 
ficulties. 

“The OPA must face these realities. 
They cannot be dealt with in piecemeal 
fashion. This problem must be handled 
in a general manner covering the en- 
tire industry and the element of time 
is of vital importance.” 
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TRADE MARK 


DARLING | means QUALITY 


DISPLAYS 


* 





Darling is known for quality and precision of workmanship, 
but the requirements were never so exacting as they are 
now for war equipment. Lives depend on precision and 
Darling is doing its part. After the war, Darling Displays 
will be better than ever... Although we are practically 100% 
on war work, Darling still has available a complete line of 
saple display forms and a selection of stands and fixtures 
from non-critical materials. WRITE FOR LITERATURE AND 
LIST OF AUTHORIZED DARLING DISTRIBUTORS LOCATED 
IN ALL PRINCIPAL CITIES. L. A. Darling Co., Bronson, Mich. 


DARLING 


The Name To Think Of FIRST In Display 





Wartime Wardrobe 


"New York.—At a recent press show- 
ing in their New York Salon, Delman, 
Inc., emphasized the types of shoes wo- 
men will want in their three pair ward- 
robe. First on the list were walking and 
tailored types in oxfords and pumps with 
extended mannish soles. The casual 
moccasin type oxford, the unlined pol- 
ished calfskin ghillie, the sabot and 
one-strap buckle pump, were also in- 
cluded in this collection of shoes on 
walled lasts with heels built for action. 

Second group was the dressed-up 
shoe, first choice being given to pumps 
which can be worn plain or decorated 
with cut steel or bronze beaded buckles. 
The new ankle-high wedge in suedé or 
the low wedge in punchworked calf- 
skin were shown. The “Double Bow” 
pump or the “Prize Rose” sandal in 
smooth punchwork polka-dot are two 
other dressy patterns, wearable in the 
afternoon and for dinner. 

The third group shown were planned 
to supply “the ultra-feminine” shoe. 


They included a new bronze shoe to be 

e Los Angeles, Cal.—Signs of Spring bud out in Gude's windows—and display 
worn with bronze-beaded buckle or motifs, although streamlined and simple, in line with the times, resemble a sign 
matching bouquet; the flattering high post and road signs—showing that Gude's know which way the foot troffic is 


anklet sandal in crepe or night-black going. 


mesh combined with satin; a Grecian A group of sport or slack shoes are store termed “Hedge Hoppers," suggesting 
yous, nase ey May te yeas shoes. as group, also featuring low wedge heels, 

: " : cavort under ¢ ude name of “Sally.” Shoes in this group are young in style and 
the ankle; and the sling sandal with fegture a “cookie” construction, which Gude's find gives better arch fit in a 


satin corded sandal tying high around 


Open toe and heel. casual shoe. 
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bellaire 
TWE FOOT SLENDERIZING SHOE 
COAT FORTIABIES 


¢€ [7\BSIGNED, styled and made for Active Women” is a 

tradition with Bellaire Shoes established through 
the from coast to coast. Bellaire styles, in low and 
asin Gala basic — Because they are well: 
made, look well, wear well, use they fit snugly, are 
really comfortable, they answer the demands of millions 
of women in war work and other active occupations. 


Leading stores everywhere feature Bellaire Shoes at $5 to $6. 


WANDA 
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Delman Features Shoe Window Shows Signs of Spring 
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Men's Leisure Type 
$] 9 @ TAN ELK UPPERS 
“UU © FLEXIBLE CON- 
STRUCTION 
@ KICK-OFF BACK 
@ LEATHER SOLE 
@ RUBBER HEEL 






ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C | 
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BROUWERS 


TID © GREENPHELD AVE Date W. STATE ST. 











Milwaukee, Wis.—S. J. Brouwer Shoe 
Company, long an exponent of proper fit 
in the merchandising of shoes, paid its 
tribute to the OPA in this unusual news- 
paper advertisement recently. 





Officers Re-elected 
At Detroit Banquet 


Detroit, MicH. — Detroit shoe men, 
200 strong, gathered in the English 
Room of the Hotel Book-Cadillac Tues- 
day, March 9, for the annual banquet 
of the Detroit Retail Shoe Dealers’ As- 
sociation. Principal business event of 
the evening was the election of new 
association officers, with all principal 
officers unanimously re-elected. 

These are: president, Walter Magee, 
Crowley’s; vice-president, Guy Dixon, 
J. L. Hudson Co.; secretary, Sam Plot- 
ler, Original Sample Shoe Shop; and 
treasurer, Adolph Goetz, Russek’s. New 
directors, elected for a three-year term, 
are Glenn Buell, R. H. Fyfe and Com- 
pany; J. D. Maloy, Ernst Kern Com- 
pany; William J. Brown, Himelhoch’s; 
and D. W. McNab, Sax-Kay. 

Seated on the dais, in addition to the 
four officers, were Clyde K. Taylor, 
president, Michigan RSDA; Harry 
Solomon, Ernst Kern Company; Clar- 
ence Runkle, general manager, Crow- 
ley’s; John Scott Black, OPA; Arthur 
D. Anderson, editor, Boot and Shoe 
Recorder; Nathan Hack, Glenn Buell, 
and James Wilson, past presidents of 
the DRSDA; and S. S. Weiss and Sam 
Kane, president and secretary respec- 
tively of the Michigan Shoe Travelers’ 
Club. 

Mr. Anderson was the principal 
speaker of the evening. He opened a 
crusade against the Shoe Exchange 
idea. 

“During the last month,” he said, 
“shoes have been more appreciated by 
the American public than they have 
ever been before. They realize that 
they want something in the way of 
size, fit, and service. 


“I think the net result of rationing 
will be a better appreciation of shoes 
on the part of the public, and a better 
appreciation on your part of what the 
public needs.” 

Mr. Anderson gave details and 
showed shoe ads from cities where the 
Children’s Shoe Exchange idea has 
been started, and based his opposition 
on the position that “We have not yet 
reached the position in America where 
we cannot afford a new pair of shoes 
for every child,” and cited reasons of 
sanitation and serviceability alike caus. 
ing injustice to the child. In subsequent 
discussion it became apparent that local 
shoe men were aroused, and informal 
measures are being discussed to pre. 
vent the spread of the exchange idea. 

In an optimistic conclusion, he said, 
“There will probably not be a shoe 
store in this country that will go out 
of business this year, if they are good 
merchants, and have a little cash on 
hand, and realize the importance today 
of keeping records.” 

A highlight of the evening was a 
lively series of interpretations of ra- 
tioning regulations. Plans for a mixed 
party for retailers and their wives 
were announced, and President Magee 
appointed David Lieberwiiz, Clyde K. 
Taylor, Nathan Hack, J. D. Maloy, and 
Glenn Buell to the committee to make 
arrangements. 

Secretary Plotler presented a history 
of the year’s accomplishments, and 
called attention to the special commit- 
tee still ready to function for emer- 
gency fitting of shoes in the event of 
an air raid. 


Rush to Buy 
Discontinued Styles 


East ORANGE, N. J.—A rushing busi- 
ness on types soon to be banned by 
M-217 is reported by Harrison Brothers 
at their East Orange and Montclair 
stores. Women have been buying color, 
red and brown and white spectators, 
especially, they say. The un-freezing 
of certain types of play shoes has 
brought up the problem of distinguish- 
ing between leathers that temporarily 
free play shoes from rationing and 
leathers that keep them in the rationed 
group. Harrison Brothers are “100 per 
cent behind the Government” in all 
their conservation measures, but do not 
want to charge women a coupon for 
shoes they are entitled to buy without 
one. The firm will be very happy, ac- 
cording to Schuyler Harrison, if, and 
when, evening slippers are unfrozen. 





Jacob M. Sachs 


READING, Pa.—Jacob M. Sachs, repre- 
sentative of Fein & Glass, Inc., for 
fifteen years, died recently. Mr. Sachs 
was one of the pioneers in the stitch- 
down division of the shoe industry. He 
had traveled the entire country, but 
made his mainstay the Middle West. 
He was 57 years old at the time of his 
death. 
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N.E. Production Off 


BostoN, Mass.— Shoe  preduction 
during January in the three New En- 
gland shoe states was 12,500,514 pairs, 
it was announced recently by the New 
England Shoe and Leather Association. 
This total, the association pointed out, 
was 13 per cent below the total for 
January, 1941. The Massachusetts de- 
crease was 13 per cent; that of New 
Hampshire, the same; and Maine’s de- 
crease was 14 per cent. 

Despite this, says the association, 
“Massachusetts led all shoe states in 
production this month with a total of 
6,778,499 pairs, followed by New York 
with an output of 6,676,806 pairs, 
which state was the only one of the 
nine leading shoe producing states in 
the country to register a gain during 
this period.” 


Army Buys Shoe Supplies 

Boston, Mass.— Black basketball 
shoes, lasts over which WAAC shoes 
are to be made and a long list of shoe 
parts are included in the most recent 
release of awards announced at the lo- 
eal Army Quartermaster Depot. 

The basketball shoes, 2500 pairs, are 
to be made by the United States Rub- 
ber Company. Lasts are to be made by 
the United Last Company, Sterling 
Last Company, George E. Belcher 
Company, Vulcan Last Company and 
McNichol & Taylor, Inc. 

Large quantities of rubber taps have 
been contracted for, including some of 
corded construction, some with the ad- 
dition to the composition of 10 per cent 
crude rubber, and others-—more than 
400,000 pairs—of straight composition. 
Other items include leather soles and 
insoles, leather taps, rubber heels and 
eyelets, all the latter of which, a grand 
total of 1,204,000, are to be furnished 
by the United Shoe Machinery Cor- 
poration. 


Lt. John E. Wilson 


MuscaTINE, IowaA—Lt. John E. Wil- 
son, son of T. P. Wilson of Wilson 
Shoe Store, here, died recently when 
two medium Army bombers crashed on 
& farm in South Carolina. Lt. Wilson 
was associated with Wilson Shoe Stere 
as treasurer for eight years prior to 
his enlistment in the Air Corps. It is 
believed that the two bombers collided 
in the air, causing the crash. 

Lt. Wilson enlisted in the Army Air 
Corps in July 1941. He received his 
Wings in February 1942 and was sta- 
tioned at Miami, Fla. for five months 
before being assigned to the Greenville, 
8. C., air base with the duties of squad- 
ron commander. 

Survivors are: his widow, Mrs. Janet 
Hildebrand Wilson; his parents, Mr. 
and Mrs. T. P. Wilson; three brothers, 
Courtney, Ellis, and Richard; two sis- 
ters, Isabelle and Mary. 
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Winthrop Shoes, priced to retail profitably from 


$5.50 to $9.50 
(Slightly higher in the West. Prices subject to change without notice.) 


WINTHROP SHOE COMPANY « Division: International Shoe Co. « SAINT LOUIS 


January Production Off 


[CONTINUED FROM PAGE 31] 


same holds true for January, 1942, 
with dress and work types for govern- 
ment use amounting to 2,223,050 pairs. 

Men’s civilian shoes, both dress and 
work types, came to 7,048,695 pairs, 
slightly lower than the December fig- 
ure of 7,813,773 pairs and substantially 
lower than the 9,844,453 pairs which 
were produced in January, 1942. 
Youths’ and boys’ shoe production 
totaled 1,594,650 pairs in January as 
against 1,322,938 pairs in December 
and 1,403,264 pairs in January a year 
ago. 


Production of women’s shoes in Jan- 
uary was 14,096,694 pairs, slightly 
higher than the December figure of 
14,046,857 pairs and lower than the 
previous January’s output of 15,659,- 
884 pairs. Misses’ and children’s shoe 
output reached 2,856,436 pairs in Jan- 
uary, compared with 3,235,776 pairs in 
December and 3,875,300 pairs the previ- 
ous January. Production of infants’ 
shoes amounted to 2,086,252 pairs in 
January, slightly lower than the De- 
cember production of 2,101,383 pairs 
and slightly higher than the 2,077,671 
pairs which represented the output of 
these types in January, 1942. 
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Golf Shoes 


OO OF 6 Oe ee ee OPE eee ee 


BUY WAR SAVINGS BONDS AND STAMPS 


$ 3,60 REMOVABLE 


SPIKES 


AT ONCE 
DELIVERY 


* Brown Elk Uppers 
* Color Combinations 
* Goodyear Welt 


OTHER GOLF SHOES 


Men's No. 2160 & 2161 ......... ee, 
Ladies’ Ne. 2140-2141-2142 


Send for Cataleg—ASCO ATHLETIC FOOTWEAR 
ARNOFF SHOE CO. 








Style #2165 
Sizes 6-12 









INC., 101 Duane St#..N.Y.C 


a i i ee 


Children's Shoes 
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The C. A. Haines 
Shoes for Children 
IN STOCK 


te retail 
$2.00 te $3.00 fy. 1 
8 

colors / 






leally designed; all 52104 
leather. Write for Cate- White Ett 


log. 

SUPERIOR SHOE CO., Mfrs. 

508 S. Peoria St. Chicago 

also carried in stock 

American Shee Co., S. Freiburger & Gre. Ce., 

251 W. Jefferson St., (19-121 E. Columbia St.. 
Detroit Fort Wayne, Indiana 
Jayson Shee Co. . . . Les Angeles, Cal. 





Insist upon your sales people reading 
The Recorder each week. 
The better posted they are the better 
shoe selling and fitting job they'll do for 
you. 





Stevens Heads War 
Contract Division 


PORTSMOUTH, OHIO — Marshall H. 
Stevens, line manager of Physical Cul- 
ture division of Selby Shoe Co., here, 
has been elected vice-president in 
charge of production and heads the war 
contract division of the firm. The com- 
pany is handling contracts for WAAC 
shoes, helmets, machine shop work for 
contractors for the air forces and avia- 
tion mechanics’ Winter suits of shear- 
lings. 

The firm announced, at the time of 
Mr. Stevens’ promotion, that the war 
contract division is expanding so 
rapidly as to require more executive 
attention. 
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Feminine Trend 
Pronounced in Miami 


MIAMI BEACH, FLA.— Miami con- 
tinues to be tremendously important 
as a style center; this season, however, 
there have been no definite resort fash- 



































Mrs. A. Biddie Duke and Mrs. T. Markoe 

Robertson relax in the Miami sunshine. 

Bright sports dresses and light shoes ore 
popular at this Southern resort. 


ion features, but rather a showing of 
clothes for Southern and warm weather 
wear. The great influx of women 
visitors is not due to resort attractions; 
rather women are here because their 
menfolk are in training in this area. 
It is definitely a cross-section of Amer- 
ica which fills the stores and streets 
of Miami, and what they are buying 
and wearing here now is what will be 
taken back to every small and large 
community across the country later on. 

Very pronounced is the feminine 
trend. Women want to look pretty 
while their men are still with them. 
Slacks have gone out of the picture 
in resort wear as they have become 
more important in defense plant uni- 
forms. Bathing suits are popular in 
two-piece models. Shorts are being 
worn by younger women for sports and 
play. 

Costume jewelry is heavy and gor- 
geous in coloring. Even with play 
clothes the girls like to wear hair orna- 
ments and necklaces. Short, smartly 
tailored, gay fabric sports dresses are 
by far the most popular. With these 
can be worn smart colored play shoes. 
A capeskin sandal, for example, obtain- 
able in all colors, can be worn with a 
smart two-piece suit. A crushed cape- 
skin oxford with wedge heel is proper 
with any shirtmaker dress. 

There is no limit to the color range 
in which the many types are available, 
and women have been buying to match 
all Summer outfits. So far there has 
been no limit to the number of pairs 
of such shoes as may be purchased. 
So heavy was the demand when Miami 
women and visitors learned they could 
get these shoes without a coupon, that 
many of the stores were compelled to 








HAS BEEN 
ADDED 
JO THE 


This modern, luxurious hotel has 
added the ONE thing that could 
make your stay more enjoyable... 
A RADIO IN EVERY ROOM. 
It has always had a superb loca- 
tion. Its service—just what you 
would expect in a “Great Hotel.” 
Its rates have always been reason- 
able. Truly The McAlpin now 
“has everything.” 

™ 

1 Block From Penn Station 
B. & O. Motor Coaches stop at our door 
Rooms with private bath and radio 

Single from *3.30 

Double from *4.95 
BROADWAY AT 34th ST., 


Under KNOTT Management 
JOHN J. WOELFLE, Manager 











close the doors and allow only a certain 
number of women in at a time. 

All Winter long the demand for color 
in better shoes has been tremendous. 
Red in particular in all its many tones 
has been a leader. Women are cary- 
ing these shoes back to their Northern 
homes. Now the demand is for unra- 
tioned play shoes. 





Display Industries 
Meeting Scheduled 


Cuicaco, ILL. — A meeting at the 
Hotel Pennsylvania, New York, will be 
held on March 27th and 28th of the 
National Association of Display Indus- 
tries, it was announced recently. Prob- 
lems relative to continuing to manufac- 
ture display items will be discussed at 
the meeting, as well as problems rela- 
tive to displays for retail stores to tie 
in with the Office of War Information’s 
and Victory Display Committee’s cam- 
paign. 

Officers and directors for the coming 
year will be elected at that time. 





To Manage Wetherby 
Kayser Store 


PASADENA, CaLir.— A. O. Curry is 
now manager of the Wetherby-Kayser 
store in this city. He was formerly 
with Barnett’s Bootery in Huntington 
Park, Calif. 
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FOOTLETS 


“with or without stockings 
TIE IN WITH THE WAR EFFORT 


4/7 





PRESERVATION—Footlets help preserve present supplies of more costly 
hosiery. They preserve shoe linings from wear and the effects of barefoot 


perspiration. 


CONSERVATION—Footlets help conserve materials and manpower 


important to vital war industry. 


HEALTH—Footlets help pre- 
vent spread of infectious foot 
diseases. 


a a oe 


FOOTLETS are nationally 
advertised and in increasing 
demand. You will want to be 
assured of an adequate supply. 
See the new constructions and 


order early. 


One of a series of ads in national women's maga- 
readers 
with FOOTLETS! 


tines which will be seen by millions of 
every month. Be ready for 







Footiets are protected by U.S. 
Patents. Look for the numbers 
1830471 and 2038844 on every 
package. We are the owners 


of these patents. 





J. W. LANDENBERGER & CO. 


Manufacturers of 


Randolph Knit Anklets, Socks and Sports Hosiery 


Castor Ave. at Kensington, Philadelphia, Pa. 
Sales Offices—New York and San Francisco 











Government Using 
Much Split Leather 


Boston, Mass.—Gus Sokol, manager 
of the Glove Department of the Colonial 
Tanning Co., Inc., who recently spent 
a week at the home office here, reports 
that practically 100 per cent of the 
Glove Department splits is being used 
in government work. Uses to which 
this leather is put, he says, include 
gloves for the Army and Navy, weld- 
ets’ garments and welders’ gloves. The 
company, he says, has a perfected split 
for use in welders’ garments and gloves 
which he claims is outstanding in quai- 


Archie Kaplan, one of the heads of 
the company, and Lew Ellis, sales man- 
ager of the Split Division, have both 
returned from their Winter vacations. 





Tanners’ Council Announces 
Spring Business Meeting 


New York. — The Tanners Council 
of America has announced its Spring 
business meeting for the consideration 
of war problems affecting the leather 
industry to be held on May 20 and 21 
at the Waldorf-Astoria, New York. 
The many problems arising each day 
in the leather industry have created an 
extensive demand among members for 
% opportunity to explore these ques- 
tions in a general meeting. The meet- 
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FRIEND MERCHANT 


After you have read this issue of your 
Recorder pass it around among your 
salespeople. 

For we are living in a changing age, 
and, “to know is to survive.” 

Recorder's staff of editors are close 
students of today’s shoe and leather 
trends and changes. 

Your salespeople will be better sales- 
— if they study the Recorder each 
week. :, 





ing will cover such matters as hide and 
skin supplies, both domestic and for- 
eign, tanning materials, manpower and 
government orders and regulations. 

A detailed program is being devel- 
oped and will be announced later. 





To Hold Iowa Shoe 
Fair in May 

Des Moines, Ia. — The Iowa Fall 
Shoe Fair will be held at Hotel Fort 
Des Moines, here, May 16th, 17th and 
18th. A special meeting was called by 
H. Marple, president of the Iowa Na- 
tional Shoe Travelers’ Association re- 
cently at which it was voted to hold the 
fair again this year. 

The opinion of those present was 
that the fair would build and hold the 
good will of the merchants and would 
help them in solving their problems. 
A special speaker will talk to the re- 





tailers at the Victory Banquet on Mon- 
day night, May 17th. 





No Exchanges, Refunds 
For Duration 


IrHaca, N. Y.— Herron’s, here, has 
adopted the policy of no exchanges or 
refunds for the duration. Attractive 
green envelope stuffers are enclosed in 
all bills and given to all customers pur- 
chasing shoes at the store. These read: 

“Due to government restrictions on 
business, all sales are final. We are 
not in a position to make exchanges 
or refunds.” 

Paul Herron, proprietor of the store, 
feels that a policy of this sort is in 
active co-operation with the govern- 
ment effort to reduce waste of all sorts 
to a minimum. 


Wooden Shoes for 
Dairy Farmers 


LYNDEN, WASH.—Farm shoes here 
have taken a step back into the past as 
the farmers appear with wooden sabots. 
Many of the farmers in the vicinity 
are Hollanders, or of Dutch descent. 
Shoes that were formerly their grand- 
fathers’ have been unearthed and used 
to save rubber in the moist lands around 
the dairy barns. “Amsterdam Oxfords” 
they are called, and the farmers keep 
their feet dry without tearing out 
tickets from their ration books. 
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POSITION WANTED 


HELP WANTED 


WANTED TO PURCHASE 





HOE STORE MANAGER AVAILABLE: 

all grades; 19 years’ experience every phas: 

of shoe business. 4-H in Draft; go anywhere 

Address #753, care Boot & Shoz Recorder, 100 
1 Y. 


East 42nd Street, New York, N. 








ETAIL SHOE EXECUTIVE, 32; draft de- 

ferred; successful record in Chain Store 
Management; now in charge of branch store 
with ever $200,000 volume. Thorough know! 
edge of seiling, merchandising, bookkeeping, 
window display and personnel training, desires 
permanent connection with progressive organi 
zation offering opportunity for more respunsi- 
bility and advancement to efficient and energetic 
young man. Address Box #750, Boot & Shoe 
Recorder, 100 East 42n:1 Strect, New York 
Citv, N. Y 








ISCHARGED FROM ARMY Man over 

38, life time experience buyine, managing 
hi-grade Ladies’ Shoe Stores and Departments. 
Will consider any locality. Address: Box #754, 
Boot & Shoe Recorder, 100 East 42nd Strect, 
New York City. 





LINE WANTED 


ANTED: House Slipper and Rubber Foot- 
wear line for Rocky Mountain area. Well 
rated volume accounts. Straight commission 
basis. Address: Box #745, Boot and Shoe 
Recorder, 209 South State Street, Chicago, Tl 











STABLISHED SALES OFFICE, MAR. 
BRIDGE BUILDING, open for Line 
Men’s or Women’s Medium Priced Slippers or 
Shoes. Large clientele Eastern territory. Cor 
respondence confidential. Address #751, care 
Boot & Shoe Recorder, 100 East 
New York, N. Y. 


-2nd Street, 


Plans Complete 
For Buffalo Show 


BuFFALO, N. Y.—With all plans com- 
plete for the next Buffalo Shoe show 
which is to Be held at Hotel Statler 
April 4th and 5th, Chairman Louis 
Rubin announces thirty-two lines have 
made reservations to date. Announce- 
ments are being sent out to five hundred 
shoe retailers in Western New York 
and Canada. Mr. Rubin is being as- 
sisted by Edward Krug and Robert 
Leighton. The entire third floor of the 
hotel has been reserved for the shoe 
men. 





4 TTENTION, RETAIL SHOE SALES 
MEN: There is a wonaertm vupportunity in 
dealth Spot Shoe Shops for men with shoe re 
ailing experience who are capable of assuming 
-esponsibility and taking complete charge of 
wore operations. Unlimited earnings under lib- 
‘ral profit-sharing plan. ability to fit shoes 
wroperly and make friends of customers are 
mportant qualifications. Here’s chance to capi- 
alize on your ability. Address: HEALTH 
3POT SHOE SHOPS, INC., Industrial Ave 
ne, Danville, Tlinois. 





FTAIL SHOE SALESMAN for high-grade 

Women’s Shoe Store in Detroit, Michigan. 
Permanent position; salary of $50.00 weekly 
guaranteed. Man 50-55 years preferred. Must 
be experienced fitter and have friendly person- 
ality. Give complete details in letter. Address 
#746, care Boot & Shoe Recorder. 100 East 
42nd Street, New York, N. Y. 





FOR SALE 


HOE STOCK FOR SALE: Will invoice 

about Sixteen Thousand. Address Box #752, 
Boot & Shoe Recorder, 190 East 42nd Street. 
New York, N. Y. 





OR SALE: Shoe Store in a Virginia City 

of 25,000 inhabitants—profitable for many 
years—handles Red Cross. Nunn-Bush, and 
some lower price lines. Reason for s-lling-- 
death of proprietor. Cash proposition only. Ad- 
dress 2749. care Boot & Shor Recorder, 190 
East 42nd Street, New York, N. ¥ 


Bare Leg Season Ahead 


New York. — J. W. Landenberger & 
Co., makers of Footlets, will have four 


constructions on the market this Spring 


to take care of women’s needs during 
the coming warm months when they 
expect that more women will be going 
bare-legged than in any previous sea- 
son. They also recommend the use of 
these foot socks for wear when trying 


on shoes. The sanitary angle on these 


socks is considered a number one sell- 
ing point by this firm. In some states, 
New York included, the laws do not 
vermit trying on shoes with bare feet. 
In addition. women wearing a foot 
covering will protect their feet against 
irritation and their shoes from soiling 
by perspiration. 


VW OULD like to buy 30 shoe store chairs 
H. J. DEXTER, Corning, New York 








WEBUY 
Entire or Surplus Wholesale and etal | 
Stocks. Also Branded Shees euch aw 
Walk-Over, Florsheim, Enna-Jettick, Vital. | 
ity. Arch Preserver, Queen Quality. Bos 
topians, Stetson, Red Cross, Nunn-Busb. Rte 


IRVIN BUBIN 


“The House of Jebe’”’ 
88 Reade St., Cor. Church 





Phone Barclay 7-7887 New York City 








WE BUY 


SHOE STORES 


216) Bee So. 


BARSH & CEASAR 


. 





SELL YOUR SURPLUS STOCKS 


te 
KIRSCH-BLACHER CO., INC. 
established 1915 
We suy surpius or complete stocks of shee: tree 
retailers. jobbers and manufacturers. 
Visit our new worehouses 
108-110 Duane Street, New York 
Phene: WOrth 2-5377 and 5578 and 6879 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
4ND PAY HIGHEST PRICES 
CAMITTA SHOE COMPAN} 
120 N. 4th St... Philadeciphia., Ve 
Phene Lombard 2062 











SHOE STORES WANTED 
FOR CASH 
Men's. women’s, children’s shoes rerathng 
from $5.00 and up. Short term icescs ee 
sumed. Write in confidence to 
A. L. BARIS. Pres 
BARIS SHOE CO., INC. 
79-81 Reade St.. New York 
Unusual references on request 

















CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
cF Advertisements for this page must be in our New York Office on Friday of the week preceding publicction ®& 
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Insoles—in sheets, reinforced strips 
and Knox Blocks 








— . 


Linings—sock, vamp and quarter 
linings; heel pads 
Counters 


Platforms Midsoles 


Heels and Wedges Heel Bases 


Write for further information 
and samples y 


/ 


INDUSTRIAL DIVISION 


HOMASOTE COMPANY 


NEW JERSEY 














j ‘TRENTON 
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Instructions on Ration Banking 


[CONTINUED FROM PAGE 26H] 


Bank Account (if ration banking facilities are 
available) for each separate place of business. 
(Manufacturers, see special instructions below.) 
Who Should Open Separate Shoe Ration Bank 
Accounts 

Every separate place of business which sells or stores 
shoes (other than a public warehouse) must open a 
separate Shoe Ration Bank Account. 

More than one Ration Bank Account may be opened 
for the same address only if: 

(1) stock is physically separate, and 

(2) separate records are kept for each part of the 

business for which an account is opened. 
FOR EXAMPLE, you may open two accounts if your 
wholesale and retail businesses are separate, or if your 
mail order and your over-the-counter businesses are 
separate. 

Do not include leased departments operated by some- 
one else. Operators of leased departments must open a 
separate Ration Bank Account for each place of business 
where such departments are located. 

FOR EACH ACCOUNT that is opened you must file: 

(1) a separate inventory (in duplicate) , 

(2) two Ration Bank Signature Cards. 

The Bank will not change accounts which you have 
opened nor permit accounts to be closed. Any such 
requests must be made to the State or District Office of 






When you sell I-T-S Left 
and Right Rubber Heels 
with their left and right 
extra pads at the outer 
edges, or smart trim 
I-T-S Tuffie Heel Lifts, 
you can look at your customer straight is in the eye 
and say, “You'll be pleased with the longer level 
wear that I-T -S heels give you.” 
Your shoe repair department 
has nothing to sell but service 
and value. I-T-S Left and 
Right Heels and Tuffies give 
you something real to tie to. 


THE 1-1-S CO, ELYRIA, OHIO 








+T-8 Tues have 


moulded. 
fibre backs—won't push out 


i covers. 


i: 





OPA. 


You must open the accounts weet tw the 
Ration Order; open additional accounts only if a change 
in the organization of your business makes it absolutely 
necessary. If you do not have access to ration banking 
facilities, notify the State or District OPA Office for 
your area and you will receive instructions on how to 
operate under the Shoe Ration Order without ration 
banking facilities. 


Special Instructions to the Manufacturer 


(1) You may file an inventory and open a single Ration 
Bank Account to cover all your factories, warehouses, stor- 
age places, and distribution agencies regardless of location. 
except that: 


You must file a separate inventory, open a separate 
Ration Bank Account, and classify yourself as a Dis- 
tributor, for each of your retail outlets. A retail outlet 
is an establishment whose sales at retail are equal to 50 
per cent or more of the dollar value of the shoes trans- 
ferred by it. 
(2) You may, however, file a separate inventory and open 
a separate Ration Bank Account for each factory, ware- 
house, storage place, or distribution agency provided that 
the stocks are physically separate and you keep separate 
records. 
Important: In any case, every manufacturer must file a 
separate inventory and classify himself as a manufacturer 
(Question 2) at least once. 
(3) Your inventory must include all completed shoes of 
the rationed types (those made for both Civilian and Mili- 
tary use). 
(4) You must account for all shipments of rationed shces 
that you manufacture. Reporting instructions will be 


mailed to you separately. 
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New Advertising Launched 
By Conformal Shoes 


New York—The Conformal Foot- 
wear Company Division of the Inter- 
national Shoe Company, in cooperation 
with the metropolitan New York Con- 
formal shoe dealers, is beginning a 
series of advertisements to run in New 
York daily newspapers. 

The campaign will be aimed to ap- 
peal to men and women engaged in 
activities which keep them on their feet 
—whether in defense industries, war 
duty, or house and office pursuits. The 
Conformal Footwear Company calls 
attention to “Consumer Tips,” a guide 
to the buying and care of rationed 
shoes just released by the government. 
Prominent in this list of tips is the 
caution to: “buy by fit . . . try both 
shoes on: walk around in store, check- 
ing comfort of fit as you walk.” The 
chief feature of Conformal Shoes is 
the plastic innersole built into each 
Conformal Shoe, which moulds to the 
foot during the fitting process. 


No Upward Revision 
In New Pricing Scheme 


[CONTINUED FROM PAGE 31] 


of price ceilings have occurred. Relief, 
it is assumed, will be given the manu- 
facturer in the event of increases in 
labor costs resulting from fewer man- 
hours worked or from wage increases 
ordered by government authorities. 

Other items of gossip in the shoe in- 
dustry have to do with play shoes, the 
manufacturers of which may find tem- 
porary relief, at least, by making shoes 
with fabric uppers and soles of substi- 
tute materials; with future purchases 
of shoes for lend-lease purposes which, 
it is said, the authorities will have to 
depend from here out on make-up or- 
ders since wholesalers’ stocks are low; 
and with Victory model shoes concern- 
ing which all sorts of rumors are going 
around—from shoes at standard prices 
of $3, $5 and $7 to talk that when, as 
and if these shoes develop as a national 
policy, the government will tell the 
manufacturers what percentage of their 
total capacity must be devoted to their 
making. 


Customers Want the Truth 
[CONTINUED FROM PAGE 23] 


chandise will not be available. To make 
the most of the nation’s productive 
capacity, they should follow about the 
same price policies as heretofore. If 
only high priced shoes were to be in 
demand, the larger part of the nation 
would not be able to buy shoes. In 
other words, low and medium priced 
shoes should receive relatively the 
same promotional effort in comparison 
with high priced models as they re- 
ceived before rationing came. 
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